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*§ It’s Irwin’s exclusive hollow ground point 
that makes the Speedbor “88” your best seller 


IRWIN SPEEDBOR “88? WOOD BITS for 
electric drills and drill presses bore faster 
at any angle, sell faster in any store. 
Imitated but never equalled in boring 
efficiency in hardest or softest woods — 
even plaster and plastics. No wobble, no 
run-out. 14” machine-ground shank 
chucks perfectly. Forged in one piece 
from solid bar of special bit steel, heat 
treated full length, machine-sharpened. 
Wider size range and special features 
guarantee faster turnover, complete cus- 
tomer satisfaction, more repeat sales: 

EXCLUSIVE HOLLOW GROUND POINT with 
Irwin’s special cutting edges starts holes 





faster, permits spade-type cutters to go to 
work faster for up to 5 times faster boring. 
Holes are cleaner, more accurate, too. 
EXCLUSIVE SIZE RANGE. From 14” to 144”, 
17 open stock sizes in all. 

NEW ROLL KIT ASSORTMENTS of 4, 6, and 13 
Speedbor “88” bits increase unit sales, add 
bigger dollar volume. Plastic case set of 6 
popular sizes also available. 


IRWIN 


every bit as good as the name 





NEW SELF-SELLING SELLOPAK display jackets 
dress up all sizes, 4” thru 114”, to invite 
more impulse purchases and self-serve sales. 
NEW DISPLAY PANEL. Free with assortment of 
20 Speedbor “88” bits in fastest selling sizes. 
All metal one-piece construction. Fits in 
small space. Mounts easily on wall, peg 
board, island tables, doors for use at multiple 
traffic points throughout store. 


Order from your 
Irwin wholesaler today 


The Irwin Auger Bit Company 


at Wilmington, Ohio, USA, since 1885 








A50 SERIES COUNTER DISPLAY 
measures just 27” high, 27” 
wide... promotes over 11 dif- 
ferent items. Sturdy metal con- 
struction. Stands on counter, 
hangs on pegboard, or swings 
out from wall. 


A30 SERIES FLOOR DISPLAY 
shows off practically every paint 
sundry you sell, but uses only 
24” x 30” of floor space. Big 
2-sided pegboard, generous 
bottom shelf. Sturdy metal 
construction 





How to get 
a little richer 


(@ Yat durt PAINTERS AND GLAZIERS TOOLS 





— ...1n about 30 days! 


Immediately, you can start enjoying the fastest turn- 
over in painters’ tool history — if you act now. Because 
painters’ tools never had it so good...and here are the 
two NEW reasons why: 


1—Now, ALL popular Red Devil painters’ tools are 
attractively carded ...vacuum-packed in trans- 
parent plastic... PRE-PRICED to save you trouble. 


2-—Now, Red Devil offers three new money-making 
displays — one for the floor, two for the counter. 
Each one is a complete, compact, self-contained 
‘Painters’ Tool Department” and each one is FREE 
with purchase of tools. Take your choice of 24 best- 
selling tool assortments... pick the one that suits 
your trade best! 
You'll Speed Up Turnover, because additional items will 
move with every sale— when you show everything off 
together. Dragon-Skin, painters’ cutlery, wood scrapers, 
glass cutters, linoleum knives, etc. You get Red Devil’s 
full 40% profit on all items! 





A40 SERIES 
2-Way Kevolving 


ee ii Wi . ~-< : Dieplay 
i Free with single lines of carded 
Red Devil Tools! Stands on 
counter or hangs on pegboard... 
sells a whole range of carded 
items. Just 28” high.Sturdy metal 
construction . . . completely pre- 
assembled. 








HERE’S YOUR CHANCE to treat yourself to faster, more 
profitable turnover... plus easier inventory and space 
savings! Clip and mail this coupon now for detailed cata- 
log pages, plus the name of your nearest stocking jobber. 


Send for free illustrated price sheets on whole line. 





Red Devil Tools. ept. HW-2, Union, N. J., U.S.A. 
World’s Largest Manufacturer of Sure .. . I'd like to get a little richer, and soon! 
Painters’ and Glaziers’ Tools — Since 1872 Please tush me full detaile. 


Red Devil Tools. = 


Address 














UNION, N. J., U.S.A. | City State 
My Regular Jobber Is 
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“HELP 
YOURSELF” 


To faster sales... bigger profits with this 
Nicholson or Black Diamond file display 


Here’s an inviting idea . . . it almost says to your 
customers, “Need a file? Help yourself!” 


Hung on pegboard or placed on counter top, it 
will stop shoppers cold. They’ll see the new Hi- 
Impact Plastic handle. They’ll like the clean appear- 
ance of the 48 assorted factory-fresh files under the 
airtight skin pack. They’ll notice the uses for the 
files printed on the bright orange cards. And your 
customers will see that the price is right. 


Add up all these selling “‘extras.”” You'll see 
why this display makes sale after sale . . . $12.10 in 
effortless profit. 


To get this display, call your regular Nicholson 





Handles designed and made by Danco—a Nicholson subsidiary 


or Black Diamond wholesaler and place your order. 
Nicholson dealers order NH-48 Assortment. Black 
Diamond dealers order BDH-48 Assortment. 


HERE'S WHAT YOU'LL MAKE 
RETAILER'S COST 524.20 
RETAILER'S SELLING $36.30 
RETAILER'S PROFIT $12.10 


PRICE 


NICHOLSON <=. <= 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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(8) -.. the label on steel that selis! USS is a registered trademark 








displays can be your 
hardest-working “salesmen” 


Gardeners can’t resist Golden Grain Tools on display! 


Make this the most profitable tools. Display them... and sell 
season in your store’s history! these exclusive features! 

Catch Spring gardeners with a & Fine quality construction... 
serve-yourself USS display rack. designed for extra years of service 
Order now from your hardware & Rugged forged-steel heads 

or nursery jobber...and stock # Smooth, golden-tone finish... 
ahead on popular USS Golden = grain-hardened ashwood handles 
Grain Garden Tools! 





Look for the famous STEELMARK 





Big ads in Sunset Magazine, 
Better Homes & Gardens, Los 
Angeles Times Home Magazine ‘died. cdiaoe 
and Pictorial Living will give yon nil mare eteel 
you the largest magazine sched- merchandise. 

ule ever put behind these famous 


Manufactured in the West for the West! 


United States Steel Products 
Division of 


Reaching 80 million 
consumers each 











United States Steel 


3 TCC-48 


5100 Santa Fe Avenue, Los Angeles, California + 1849 Oak Street, Alameda, California 
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LLIONS 


OF NAILS LATER 


Since CFI produced its first nail, our design engi- 
neers have kept pace with the changing needs of 
builders. Today, billions of nails later, CF &I offers 
a complete line of job-designed nails. This careful 
attention to our customers’ requirements is just 
one of the meanings behind the Image of CFI. 
CFalI Nails are available in a wide selection of 
sizes, heads, points and finishes that conform to 
Federal specifications and builders’ needs. They 
are supplied in convenient 5-, 25-, and 50-lb. car- 
tons marked for quick identification. 
Your distributor or the nearest CF&I sales office. 
Choose the right nail 
or staple 
for each job 


BUILDERS NAILS* 

Casing 

Common 

Finishing 

Flooring 

Hardened Concrete 

— Screw Shank Flooring 
ath 


HEADS 


Brad 
Checkered 
Countersunk 


a 
Fiat Countersunk 


POINTS 


Blunt Needle 
Chisel Pointless 
Diamond Semi Side 
Duck Bill Side 
Long Diamond 


STAPLES 
Fence 


Hoop 
Metal Lath 


Miscellaneous Staples, Nails, Brads 


Ribbon Wire 


one shonk Gypsum Wallboard 


oo og 
Scaffold 


g 
Smooth Box 
Spike 


Headless 
Hook 


0° 
Lettered 
— 


Ova 

oak Commtorounk 
Scaffold 
Umbrella 


Home ghee COATINGS, 
EAT TREATMENTS 


Galvanized 
Hot-Dipped 
lot-Dippe 
Hot-Tumbied 
Hardened 


pete 
Biued 

Cement Coated 
Etched 


*Send for CF&I Catalog WFR-267 Rev. 
for additional types and specifications. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo ¢ Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) 
Ft. Worth © Houston © Kansas City * Lincoln * LosAngles * Oakland * Oklahoma City 
Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle 

Spokane ¢ Wichita 
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COMMENT — 


Listen to the Dealers 


Manufacturers and wholesalers ... lend an ear. Some of your hard- 
ware dealers have something to say. 


These people on the sales firing line have a lot more knowledge about 
merchandising than some of you think. 


In fact it is a common complaint coming from manufacturers in particu- 
lar that the hardware people are not doing the kind of a sales job that 
they could. It is possible that this kind of thinking has deafened them 
from hearing about some of the sales techniques the hardware dealers 
are using or are suggesting. 


Recently two hardware dealers complained to us that they had written 
letters to many manufacturers all over the United States and had received 
answers from so few it was insulting. 


One dealer in Southern California had moved to a new and modern 
store designed for self-service. He found packaging of many hardware 
items was not suitable for self-service. He wrote to many manufacturers 
whose stock he was selling. He went to the trouble to suggest how they 
might package their items to get better display and sales through modern 
hardware stores. The man became discouraged after only a couple of 
manufacturers replied. 


A dealer in Northern California has made a practice of speaking his 
mind when he finds that a manufacturer could improve his product, 
change size for better handling, put out a better package, and give the 
dealer some aid in promoting the product. His blood pressure is going up 
from the lack of response he has been getting. 


Many manufacturers spend a lot of money getting ideas from profes- 
sional people on merchandising, packaging, display, etc. Perhaps they 
should do a little more listening to dealers who are expected to sell their 
merchandise before they call in the experts. These dealers are not crack- 
pots. They are some of the exceptions in the business and may help the 
industry much more than manufacturers realize. 


til len. 





UPDATED & NEW 
HARDWARE FIRMS 


ALASKA 


ANCHORAGE — Kennedy 
Hardware store on Fourth and 
D is having a face lifting. Owner 
Bob Reeve stated that modern- 
izing of the facade will be the 
first outside change of the build- 
ing since 1917. 


CALIFORNIA 


SUNNYVALE — Palo Alto’s 
oldest business establishment 
branched into Sunnyvale re- 
cently. Palo Alto Hardware Co. 
organized in 1903, opened the 
doors of its third hardware store 
at Fremont Corners Shopping 
Center. HARDWARE WORLD 
reported plans for the new store 
in this department last Decem- 
ber. The new manager of the 
store is Frank Hoyt. He has been 
with the company since 1955 as 
a manager and buyer. Several 
gifts were offered during the 
grand opening, including a mink 


stole, refrigerator and television 
set. Special features of Palo Alto 
Hardware are an elaborate 
charge account system and free 
merchandise delivery. According 
to David B. Haight, president of 
the company, the new store 
carries complete lines of hard- 
ware, including builders’ hard- 
ware, housewares, glass, china, 
gifts, electrical housewares, fire- 
place equipment, patio furniture 
and barbecue equipment. 


WOODLAND — Cranston’s 
Garden store has a new name. 
The change in name followed 
the recent move of the pipe line 
department from the warehouse 
across the street to the garden 
store location. The new name is 
now: T. E. Cranston’s Hardware 
and Garden Store. 


OREGON 


PORTLAND — Hardware and 
Variety is the name of the new 
store at S.E. 21st Avenue and 
Powell Boulevard. The store will 
feature hardware and varieties 
of all types. 





BRAND NEW 


“Want Book 


PROFIT 


MAKERS 


and re-order 
today. Bare spots lose 


Check your stock 


' Ask your jobber for 


No. P-69 Merchandiser 


8 different individually packaged tools and tool sets. 
All $1.00 values; retail, 69¢. Utility knives, saws, 
hex key sets, screwdrivers, files, mallets—4 of each 

o- pieces attractively boxed in a profit- making 
self-service display carton. Keep it filled and near 
your register—then just watch them sell. 


ORDER or REORDER TODAY! 


World's Larg 


}| FULLER| TOOL COs, INC. Wor: terse 


3522 Webster Avenue, New York 67 


Amber Handle Tools 


in U.S.A., England and other countries, of the highest quality materials, by skilled 
Fuller produc _ ed ie ~ a nH . and rigidly inspected to preserve Fuller Quality and Reliability. 














For Details Circle 6 on INQUIRY CARD 


WASHINGTON 


BLAINE — Harold (Bud) 
Dodd, Blaine hardware store 
owner and former mayor, will 
be forced to move his store 
away from Washington St. be- 
cause of the new freeway which 
will slice through Blaine. Dodd 
is planning to move his hard- 
ware building to Blaine harbor. 
He will modernize the place and 
specialize in boats and marine 
hardware. A marine service sta- 
tion is already part of Dodd’s 
business activities. He plans to 
expand it and include a floating 
marine gas station near his fuel 
dock. 


BOTHELL—tThe grand open- 
ing of Bothell Hardware took 
place here recently. Mike 
Phillips, owner of the new store, 
has also been a member of the 
Town Council for three years. 
The building covers 4800 square 
feet, is of modern design using 
masonry and glass. Self-service 
will be featured with clerks 
available to assist and demon- 
strate the use of equipment 
items. During the grand open- 
ing free gifts for visitors, coffee 
and cookies and many prize 
awards were given in the two- 
day affair. A well-stocked sport- 
ing goods department is in- 
cluded in the new store. 


KENNEWICK — A complete 
new sales area in the basement 
was opened in Washington Hard- 
ware and Furniture store. Ac- 
cording to manager John Gra- 
venslund, the basement was 
formerly a storage area, which 
has been remodeled so it now 
contains 3500 square feet of 
sales space. Included in the new 
departments are toys, luggage, 
infant furniture, household 
items and the reconditioned ap- 
pliance section. This is the third 
remodeling job done in the past 
three years. Last year, 3600 
square feet of space was added 
to the hardware department. Fu- 
ture plans call for installation of 
a complete sporting goods de- 
partment. 


OPPORTUNITY — Romain 
and Graham Hardware and Ap- 
pliance store has opened for bus- 

(Continued on Page 26) 
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\ 185 years of experience guarantees 
WN AMES is the world’s best shovel. 
“ ]- Shock band Check the features of an AMES 


2 - One rivet 3” down CTEEL* LITE 
socket 


5 - Perfect down 
center balance 


a / 
Abn\ Svs | 6 = Light weight 


ee \ | "S 


ZI ls 
—_ 4 ~ Full length handle 


7 - Double taper 
Hs orged blade 


t $5 00 i a a Ra 


It costs only pennies more than ordinary shovels..... 
yet offers your customers all these advantages..... 


SHOCK BAND — takes the EJ FORWARD TURN STEP — for PERFECT DOWN CENTER 
shock of heavy work, reducing shoe protection, reducing foot BALANCE — for ease of 
handle breakage. fatigue. handling. 


rt ONE HORIZONTAL RIVET 4 FULL LENGTH (ONE PIECE) LIGHT WEIGHT — average 


THREE INCHES DOWN HANDLE — capped at the end under 4 pounds in (L.H.R.P.) 
SOCKET — no breakage of impor- — for protection. 


tant wood fibers caused by vertical 7 DOUBLE TAPER FORGED — 
rivets. Blade unconditionally guar- 
: anteed. REMEMBER—there are two 


re ] AMES co ways to taper a shovel. 
* & 


PARKERSBURG, WEST VIRGINIA 


FINER PRODUCTS THRU HIGHER STANDARDS 


Ames also manufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Metal Household Furniture 
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NONE BETTER ANYWHERE! 


CRESCENT and CRESTOLOY Wrenches are made by 
the originators of the 22%° adjustable wrench. They 


have been widely copied but never equalled for design, zz 
balance, quality and all-around performance. The buyer CRESCENT TOOLS _, a 


who wants top value in tools insists on CRESCENT. pneu & 


Bolster your hand tool sales by stocking and \ 
\ 


o™ 
displaying the complete CRESCENT line. Y a Sign of the olisan 


Symbol of Excellence 


Crescent is ovr trode-mork, registered in the United Stores ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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They sell well everywhere ! 


a 
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AMaAzING LOK-tite conNERS 
PREVENT RACKING 


Amazing new LOK-tite process makes 
the corners of these Rudiger-Lang screen 
doors as rigid as if they had been welded. 
There is absolutely no give at all from 
twisting or uneven strain! 


Write or call nearest 


sales office today 
for complete information 


2701 Eighth Street 7831 Haskell Ave. International Trade Mart 
Berkeley 10, Calif. Van Nuys, Calif. New Orleans 12, La. 
THornwall 3-0340 TRiangle 3-3937 TUlane 7186 
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Merchandise Now In The News 








THUNDERBOLT RACER gets ap- 
proval from movie-TV star Walter 
Slezak and son Leo. The 1960 Norse- 
man Thunderbolt is one of three hobby 
ears produced. Cars available with or 
without engines. Choice of three en- 
gines plus custom fiberglass bodies to 
fit—Rocco Products, Inc. 
For Details Circle 100 on INQUIRY CARD 


FASHIONABLE ORIENTAL PAT- 
TERN in white and soft gray-blue is 
called “Will ‘O’ Wisp. Service for 
eight includes 16-decorated pieces. 
Classical picturesque Chinese scene is 
artistically interpreted. Pattern is by 
Branchell Aztec for melamine ware. 
—Lenox Plastics, Inc. 
For Details Circle 101 on INQUIRY CARD 


OLD COAL SCUTTLE comes alive in 
novel “Kold Skuttle.” Ice bucket holds 
3% quarts of cubes. Permanent plas- 
tic inset acts as “icejacket” to keep 
ice firm and separated. Familiar bail 
handle is easy to carry. Bucket is 
gold and black.—West Bend Alumi- 
num Co. 
For Details Circle 102 on INQUIRY CARD 


CUTTING ADJUSTMENT is featured 
on power mower on all four wheels. 
Simple lever on each wheel raises or 
lowers mower for best cutting height. 
Three mower sizes available from 20- 
24-in. Baffle assures proper grass ejec- 
tion and mulching.—Chain Bike Cor- 
poration 
For Details Circle 103 on INQUIRY CARD 








TIP-TOE LEG for electric skillet tips 
skillet slightly to allow fat to drain 
away. Makes basting easy. Leg 
snaps down from handle. “Tilt-top” 
lid can be set on angle into slot in 
handle to help prevent food spat- 
ter. Skillets are immersible.—General 
Electric Company 
For Details Circle 104 on INQUIRY CARD 


ARMORED CHAIN is designed for 
heavy-duty bundling chain. Low-car- 
bon steel has same working load limit 
as high carbon and high test steel. 
Manufacturer states chain is non-kink- 
ing and will not crush. Unaffected by 
high temperatures.—American Chain 
& Cable Co., Inc. 
For Details Circle 105 on INQUIRY CARD 
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For additional information on 
any item shown on these 








pages, please circle number 








on the Reader Service Card, 
facing Page 52 in this issue 


ALL BRASS SERVING CART has 
long-lasting shine. Diamond-embossed 
French-oval shelves are brass-finished 
anodized aluminum. Cart is 29! in. 
tall. Shelf dimensions are 1714x27 in. 
Casters are three-inch. Edges on cart 
are turned under.—Hamilton Cosco, 
Inc. 
For Details Circle 112 on INQUIRY CARD 
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PET LITTER keeps cat boxes dry. 
Granule mineral substance is said to 
absorb 10-20 per cent more. Two- 
inches in box gives sanitary and odor- 
free carpet. Particles won’t stick to 
fur. Can also be used to soak up oil 
on floor.—Waverly Petroleum Prod- 
acts Co, 
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LINOLEUM BINDING is stainless 
steel. Strong yet only .015-inch thick, 
it offers less kick-hazard than heavier 
material. Binding and edging steel is 
easily tacked down for smooth, fin- 
ished appearance. Material can be cut 
with shears.—National Guard Prod- 
ucts, Inc. 
For Details Circle 108 on INQUIRY CARD 


SPRAYER ON WHEELS has three- 
gallon capacity. Tank can be removed 
from cart. Adjustable nozzle for any 
spray pattern and various angles. 
Brass pump charges tank to normal 
40 lb. in 17-strokes when %-full. 
Gold-tone finish on tank.—H. D. Hud- 
son Manufacturing Company 
For Details Circle 111 on INQUIRY CARD 


A PLACE FOR EVERYTHING with 
this “Hang-A-Way” aluminum rack. 
Three-Foot rack has six sliding steel 
studs. Extruded aluminum rack for 
use in garage, workroom or closet.— 
Allied Aluminum Products, Inc. 
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EASY TO CLEAN Roto-Juicer has 
serving pitcher attached. Reamer han- 
dle turns on nylon gears. All parts 
exposed for quick cleaning. Pitcher 
and reamer made of “Marlex” poly- 
ethylene which can be boiled. Five 
colors available including white. — 
Plas-Tex Corp. 
For Details Circle 109 on INQUIRY CARD 


BULBS AND SEEDLINGS are easily 
planted with long-handled bulb 
planter. Fire Temp finished handle 
is 30-inch hardwood. Cutting head is 
carbon steel with 734 inch wide step. 
Head is 11% inches long with slight 
taper for clean hole.-—The Wood 
Shovel & Tool Co. 
For Details Circle 107 on INQUIRY CARD 





9% 


Model 2-5-1 


Model J-1 


DEALER PROFIT ON 
WAVE SPRINKLER BUY! 


HERE'S YOUR NO. 49 PROFIT- PAC: 


For a limited time only, your opportunity to make a 
BIG 49% PROFIT with Sherman’s Wave Sprinkler 
Buy for 1960! 


Simply buy four Sherman Wave Sprinklers shown 
above and get FREE: 
1-NEW MODEL 900-1 JET STREAM 
Impulse Type Sprinkler 
5-NEW MODEL 39-C SHERMAN 
HOSE SHUT-OFF 


Order from your JOBBER TODAY! 


LIST PRICE 
1 -— Only MODEL 2-S-1 WAVE SPRINKLER $13.95 
1-Only MODEL M-1 WAVE SPRINKLER 10.95 
2-Only Model J-1 WAVE SPRINKLERS 
@ $8.95 ea. 
Your selling Price on Waves 


FREE — 1 only MODEL 900-1 JET STREAM 
Impulse Type Sprinkler 5.95 


FREE — 5 Only MODEL 39-C SHERMAN 
HOSE SHUT-OFF @ $1.39 ea. 6.95 


Your Selling Price — Entire Package $55.70 
YOUR COST $28.53 


YOUR GIANT 49% PROFIT 127.17 


17.90 
42.80 


Youll do baton with FHI R GI AG-OS yoors best | 


H. B. SHERMAN MANUFACTURING CO., 


Battle Creek, Michigan 
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K-V Drawer Slides 
always operate smoothly, never sag! 





Here in daily use is where K-V drawer slides pass their most severe 
tests and prove their indisputable quality. 

e They keep drawers from sagging, sticking. 

e They operate smoothly, quietly, effortlessly. 

e They give years of trouble-free service. 

e And they are quickly, easily installed. 


There’s a K-V drawer slide for every type installation — from 
lightweight to heavy duty. Isn’t it time you handled them? 
DRAWER SLIDES 


KNAPE & VOGT MANUFACTURING COMPANY 
Grand Rapids, Michigan 


Manufacturers of adjustable shelf hardware, sliding and folding door hardware, closet and kitchen fixtures, Tite-Joint Fasteners and Handy Hooks for perforated board. 
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Salitis You! 


Wiy BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX .. . and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


a 


GARDEN HOSE @ SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
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“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 


the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal. a Nati Aetiectale a L a = 
Ask Your Distributor . . - He Knows” ? © 


1 a / | 
NATIONAL SCREW & MFG. CO. OF CAL. JH ones \ i y Vi 


3423 So. Garfield Ave., Los Angeles 22, Cal. HOISTS # 


Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


\ 

















ip) * ) Ip 4 
Wado 4 
PAK 


THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 


Pe I EXTRA 
| VALUE Ss 
“HOLSTER-PAK”, the greatest merchandising ad- FREE 


vancement in packaging of the decade, is the perfect me HOLSTER -Power- Tape - 
blend of product, package, promotion, and utility. This a 
sturdy leatherette tape-holster clips on the belt and # in HOLSTER 7 
keeps the tape handy on the job at all times. Your 

customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 








VRj08 RULE C0. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
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DISPLAY 








Moves $74.21 worth of sweeps 
in just 2.3 sq. ft. of space 


This sturdy, all metal display unit is yours 
FREE when you order this high profit, high 
volume sweep assortment. Stocks, displays 
and sells 20 sweeps in five styles to meet 
every household and commercial use. Dis- 
plays sweep styles in front, stores complete 
assortment of handles and stock in rear... 
right at hand for quick and easy sales. 
Sweep sales go up, profits go up, when you 
use the Oxco Floor Sweep Display #2! 


HERE’S YOUR PROFIT PACKAGE 
Priced to match NRHA Turnover Suggested 

















Retail 

Handbook recommendations Each 
3—14” Maryland Household Sweeps.......... $3.00 
2—14” Ranch House Outdoor Brooms 

(hanging ring on handle)........... 2.98 
2—14” Regent Floor Sweeps 

(household use)................... 2.89 
2—16” Regent Floor Sweeps 

(household and commercial use)..... 3.25 
2—18” Regent Floor Sweeps 

(commercial use).................. 3.65 
2—14” Challenger Floor Sweeps 

(commercial use).................. 3.85 
2—18” Challenger Floor Sweeps 

(commercial use)... .,........-+05 4.85 
2—24” Challenger Floor Sweeps 

(commercial use).................. 6.35 
3—18” Garage Palmyra Heavy Duty Sweeps 

(commercial use).................. 3.19 


1—All-metal, folding display rack with top sign. FREE 














KALSOMINE 


Choose from 



















No. 907-H < Choose from = 
No. 659-H i Star AN 
Choose from Choose from Mason a 
No. 102 25-H Mop Prairie Sy; iste 
No. 160-H No. 1105 Brush Glosso 
<a —- PASTRY No. 770 Speedy Clean 
+ CaN= BOTTLE 
SCOURING Choose from 
Dot Choose from 
No. 1221-H No. 88; Ch 
Choose from Glow Choose from No. 210-H Da 


No. 660 Speedy Clean Topper No. 652-H 


No. 990 Speedy Clean IYTL No. 175-H 
Sanicare ' Ne. 635-H 











6 PROFITABLE gg 





REASONS TO STOCK 


Choose from 
Daisy 


Neo. 
Iris 





QUALITY —in every brush... by the 


industry’s recognized manufacturing leader. 
Your customers receive full value 
always the best brush for the money. Oxco 
brushes have earned the Good House- 
keeping Guaranty Seal. 


WIDE VARIETY — Oxco’s Hardware- 


Housewares line in Hardware Retailer's 
Catalog Service meets the sales needs of 
large or small retailers. (See this complete 
line, illustrated and listed, starting below.) 
Choose from this line when setting up your 
stock to match the NRHA Turnover Hand- 
book. 


PACKAGING —that attracts customers. 


Well designed carding, printed poly bags, 
informative branding, pre-price 
make Oxco brushes ‘“‘impulse”’ 


stickers 
self-sellers. 


FLOOR SWEEPS 


DUSTERS 


Choose from 


Maryland 
Regent 

Favorite 
Challenger 
Choctaw-X 
Justrite-X 
Garage Palmyra 
Ranch House 


Merit 


9464 Hand Assortment Dustall 


) Cae. 


Empire State 


THE LINE 
THAT 


MOVES 


MERCHANDISING — an Oxco No. 12 or 


No. 25 Merchandiser, developed in coopera- 
tion with your own NRHA, will serve as a 
focal point for a complete, high profit clean- 
ing supply center in your store. Even high 
dollar floor sweeps can be merchandised 
and moved at a good profit from Oxco’s 
compact, fully integrated Floor 
Displays. 


ADVERTISING —to over 4,465,500 Good 
Housekeeping housewives ... and over 
3,000,000 Home Economics teachers and 
students (future housewives) in What’s New 
in Home Economics. 


PRICED FOR PROFIT — Oxco brushes, 


including numerous pre-priced items, give 
you full mark-up, full profits on your brush 
sales. 


Sweep 


ct 


O8_gitrung oO 
R oucradeed b 
Good Housekeep’ 


Sas Avveanise HO 


Famous Mermaid 


Choose from 
No. 9463 


Choose from 
No. 10323 
No. 320-H 
No. 425-H 
No. 617-H 


Choose from 
Guard 
Arctic 
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HERE’S YOUR 
PROFIT PACKAGE 

























Suggested 
Retail 
Each 
12—907-H Percolator Brush. .... $ .29 
12—160-H Vegetable Brush.... . -29 
12—Flick Suede Brush.......... .29 
12—Topper Pastry Brush....... -29 
12—210-H Bottle Brush......... .39 
12—25-H Dish Mop............ 39 
12—1105 Dish Brush........... .39 
12—175-H Pastry Brush........ -39 
12—659-H Percolator Brush... . . -39 
12—165-H Vegetable Brush..... 39 
12—652-H Bottle Brush......... 59 
12—320-H Bowl Brush......... 59 
Por 12—1221-H Scouring Brush..... 59 
Guaranteed by * 12—660 Speedy Clean® 
a xXCO AES hela 
12—Glow Utility Brush......... 59 
WINDOW 12—635-H Pastry Brush........ 69 
oo 12—634-H Vegetable Brush... .. 69 
No. 7985 Re r Rr Cc hi A we D 4 % e R 12—R. J. Red Breast Whisk... 69 
ma oot 12—9463 Duster.............. 79 
Glaze E 12—425-H Bowl Brush... 79 
vo nel Moves your Brush and Cleaning Supply —12—rabricore Bross Wire Whisk. .89 
Glory Sales into High Gear 12—Dustall Duster............. 98 
: 12—770 Speedy Clean @ 
WHISK For increased sales, higher turnover, use the # 25 Merchandiser RAAT, SE eg ah ee rT 
as a focal point for your cleaning supplies. This handsome, 12ecBidrneld Poth Beash:...... 1.49 
self-service unit displays 25 fast selling Oxco brushes in neat, 12—617-H Bowl Brush......... 1.49 
Red Breast attractive style on a permanent-type display that is flexible 1— #25 Merchandiser w/Hooks 
enough for use on an island, gondola, wall or column. For extra & Top Sign 


sales on cleaners, waxes, etc., build your cleaning supply dis- 
play around this handsome unit, designed to NRHA specifica- 
tions. It’s yours, complete with hanging hooks and top sign, 
when you order the #25 Merchandiser assortment of brushes! 
Total retail value . . . $191.16. 





STREET & BARN BROOMS 






















PaaS sR SHOE 
STEEL WIRE 
Cheose from ~ "4 
Choose from ee Assortment f 
— from Flick (suede) taue Py — Leader A, 
“a No. 10105 Dauber . ger 
Highwey earn Sore No. 10104 Polisher Choose from a W.T- Twinkle 
ae Travi-Pak Kit Diel Alarm e Goose 
Flicker Veery Geng Cornell W. T. Leoperd 


Petrel Scraper-Lork Lustre 


ae/ 


he stocks a wide assortment of Oxco Brushes, ready for fast delivery. He'll 
idly advise you on the best merchandising units and brushes to serve your 


tomers best. Keep in touch with him. 


MERCHANDISER 


Moves 12 Top Sellers in 
smaller stores and brush 
departments 


CLEANING ~ 5 
SUPPLIES (7) 


wai 


HOUSEHOLD BRUSHES 


~ eee ee 
Nee ae 
’ 3 


oo 


( PAR 7 
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Syn 


RADIATOR PET 


Designed to yield high turnover for the smaller 
cleaning supply department. Features 12 of the 
most popular brushes in the Oxco line, handsomely 
displayed on a permanent-type fixture—full of 
color for “impulse’’ sales. ‘“‘A”’ frame is removable 
for hanging on wall or column .. . ideal for island 
or gondola display. Complete with hanging hooks 
and top sign. It’s yours...at no extra cost, when 
you order your #12 assortment of brushes! Total 
retail value... $86.04. 


HERE’S YOUR 
PROFIT PACKAGE 


Suggested 


12—907-H Percolator Brush... .. . 
12—160-H Vegetable Brush 
12—Topper Pastry Brush 
12—210-H Bottle Brush 
12—25-H Dish Mop............. 
12—165-H Vegetable Brush... ... 
12—320-H Bowl Brush.......... 
12—660 Speedy Clean ® 

Pan Brush 
12—R. J. Red Breast Whisk 
12—425-H Bow! Brush 


12—770 Speedy Clean® 
Dishwasher 


12— Mermaid Beth Brush 


1— #12 Merchandiser w/Hooks 
and Top Sign 


SMOOTHERS & DUSTERS 


Choose from 
Master Comb ‘ 
Mink Brush Comb 
Smoothie Brush 


Cheese from 
Flint 


Neo. 303-H 
Home 


Choose from 


Tarboy 
3-K Nickelac 


beRUS HES) 


Choose from 
Wabash 
Fusilier 
Druid 


OX FIBRE BRUSH COMPANY, INC. 


FREDERICK 


folabliahed (E84 


MARYLAND 





Sensationally new: 


A stool with swingaway steps 


in smart, hour-glass shape! 


EAA 


STEP STOOLS 


Cosco, the manufacturer who revolutionized step 
stools with the first swingaway steps, does it 
again—with this great, new design. Built to help 
celebrate 25 years of metal furniture leadership, 
it’s going to start sales figures soaring in ’60! 
Notice the sleek, modern styling. The functional 
swing of the steps (they stay put, even when held 
at a 90 degree angle, until you lift them out to 
use). The flared legs for sturdy stability. The 
roomy, rubber-treaded steps for greater-than-ever 
safety. It’s Model 44-D, the step stool to step 
up sales. Ask your distributor for it in chrome 
frame with yellow, charcoal, red, brown or tur- 
quoise upholstery—or $ 142 5 

tan frame with beige. $15.95* 


HAMILTON COSCO, INC. » COLUMBUS, INDIANA 
Two more terrific COSCO Step Stools 


pra 
aa 


Model 44-A Step Stool Model 44-B Step Stool, 
with seat that lifts up to new for '60. Seat lifts up *Price Colorado and west. 


step up. $11.95. $12.95,* to step up. $9.95. $10.95," All prices shown are retail list, are fair traded in all states having tair trade laws. 
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More Sales-Power™ 


for You from 


Southern Screw! “NRHA APPROVED INFORMATIVE 
COLOR CODED LABEL” 


Now, the familiar NRHA insignia adds impact to the popularity and sales-power of Southern 
Screws. The approval of Southern’s EZ to Ce label means that Southern’s color-coded label 
system meets the recommendations of the Association. 


Another big plus in sales-power is Southern’s handsome new stand-out package which makes 
product identification easier and quicker than ever before — for you and your customers!... 
With NRHA’s label approval, and with Southern’s handsome new package, better standardize 
your entire screw line for profit. Put Southern Screws in your want book now! 


Stock ’em today — sell ’em by the box tomorrow — for faster turnover, quicker profits, and 
more satisfied customers who know and demand Southern quality screws! 


Sold Through Leading Wholesale Distributors in Your Area 
Wood Screws * Stove Bolts * Machine Screws & Nuts * Carriage f Dy / 
Bolts * Sheet Metal Screws * Wood Drive Screws * Dowel Screws 
SCREW COMPANY 


Warehouses: New York * Chicago * LosAngeles * Dallas | STATESVILLE © WORTH COROLIND 
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TRUE TEMPER 





New for 1960...pure and simple perfection in a pruner 


The Rocket—finest pruner ever made for cutting power, 
comfort and speed. Loaded with easy-to-sell features: 
head is curved in natural pruning position to eliminate 
tiring hand positions. Nonslip cushion grips are com- 
fortably flared. Wide-opening cutlery steel blades take 
a clean, crisp bite . . . test it on a piece of wood dowel. 
Customers will be amazed. Excess weight is ‘““engineered 
eut”’—full professional size retained. 


New bubble package allows customers to see its gleam- 
ing good looks and test pruner without disturbing dis- 
play setup at point of sale. Hang or display anywhere. 
True Temper national advertising in magazines read 
by over half the families in your neighborhood will 
feature the Rocket pruner in 1960. Be sure you’re 
stocked up—call your True Temper wholesaler today. 
True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 


/ RUE / EMPE. @® your basic line...your money line 
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they're new! ® 
VICTOR 


“Yelow Clong, 


VICTOR Saw Works, inc. 
METAL CUTTING PRODUCTS 
Middletown, N. Y. 


quality files... 


Latest Addition to the big VICTOR Line 


What do your customers look for in a new product? Pre- 
cision workmanship? Improved performance? Guaranteed 
dependability? An established brand name? They'll find 
all four in new VICTOR “YELLOW TANG” Files. 


What do you look for in a new product? An established 
brand market? Good profit margin? Outstanding repeat 
sales potential? Prompt and courteous service from the 
manufacturer? You'll find all four in this fast moving 
addition to the fast growing VICTOR line. 


Contact your local authorized VICTOR Wholesaler now 
for detailed information on new ‘‘YELLOW TANG’”’ quality 
files. 


POWER HACK SAW BLADES 
HAND HACK SAW BLADES 
HACK SAW FRAMES 

BAND SAW BLADES 

HOLE SAW BLADES 

FILES 
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WASHING 


— By N. R. REGEIMBAL 


ON 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Congress Plays Up To Consumers 
In Election Year Bid For Votes 


Western merchants are facing a “consumer year” in the nation’s 
capital. With 1960 a major election year, the stress in congress and 
in other government activities will be on wooing the voter as a 


consumer. 


Some steps have already been 
taken. The Federal Trade Com- 
mission plans to hold a second 
consumer conference next 
month to alert buyers to beware 
of bait advertising and fictitious 
pricing and to get complaints 
from purchasers. 

Many of the hosts of bills 
pending in Congress are aimed 
at protecting the consumer, at 
curbing business abuses, or at 
maintaining buying power. 

Among such measures are 
proposals to create a new con- 
sumer’s department in the gov- 
ernment, with powers and duties 
similar to departments now rep- 
resenting labor and commerce. 

Other proposals would aid de- 
pressed areas with federal 
money grants and loans; expand 
coverage and boost taxes in the 
social security program; raise 
the minimum wage from the 
present $1.00 an hour to $1.25 
and cover workers of larger re- 
tail stores for the first time; 
set federal minimum standards 
for unemployment compensa- 
tion; and require more products 
such as furniture to be strictly 
labeled as to content. 

Other pending measures 
would affect businessmen pri- 
marily, such as proposed in- 
creases in first class mail and 
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parcel post rates; increases in 
the parcel post size and weight 
limitations; tighter prohibitions 
on low-cost imported goods, and 
tighter antitrust laws. 

Bills backed by businessmen 
stand little chance this year. 
These include a new federal fair 
trade law; repeal of the retail 
excise taxes; a tax deduction 
for earnings reinvested in small 
firms; tax deductions for self- 
employed retirement pians, and 
improvements in bankruptcy 
laws 

* * * 

SHOPPING CENTER lease 
insurance may be provided for 
small stores by Congress this 
year ... Senate Small Business 
Committee is studying a pro- 
posal to permit the Small Busi- 
ness Administration to help 
small independent retailers in 
their scramble for shopping 
center leases by providing the 
insurance ... Many small firms 
are unable to get space because 
center owners prefer large firms 
. .. Insurance would guarantee 
owner minimum lease, helping 
remove the advantage of the 
large firms in bidding for cen- 
ter space. 

* * * 

YOUNGER CUSTOMERS are 
becoming more important... 


Total number of youngsters and 
young adults is rising at an 
astonishing rate . . . School en- 
rollment is now 44.4 million, 23 
per cent above 1954 and 47 per 
cent above 1950 . . . College en- 
rollment is 4.4 per cent above 
1958—the eighth successive in- 
crease ... Young adults are 
becoming a major market factor 
. . . Americans are marrying 
younger: The median age for 
marriage by men is only 22 
years now. 
* * a 

WESTERN MARKET growth 
continues to head the country. 
... The population of the West 
jumped by 6.3 million or 32 per 
cent since 1950 .. . Among the 
states with largest percentage 
population growth since 1950 
are: Nevada, 74.9; Arizona, 
64.5; Alaska, 48.2, California, 
38.3; Hawaii, 31.2; New Mexico, 
29; and Utah, 27.7 . . . Popula- 
tion shifts toward suburbs is 
continuing too . . . Shift away 
from farms continues with only 
one person in eight now living 
on a farm compared with one in 
six in 1950 and one in three 50 
years ago... Total farm popu- 
lation is now only 21.2 million, 
down from 25.1 million in 1950. 

* * a 


CONSTRUCTION activity 
will boom this year—if money 
doesn’t get any tighter... Total 
construction of all kinds hit a 
record-breaking $73 billion in 
1959, and will go up by another 
$3 billion this year, experts 
say ... This year, new construc- 
tion will go up by $2 billion and 





UPDATED & NEW FIRMS 
(Continued from Page 6) 


iness here. A $50,000 initial in- 
vestment was made for the 
60 x 80 foot concrete block and 
laminated beam structure. Julius 
A. Romain, owner - manager of 
Romain Hardware for the past 
14 years is being joined in the 
expanded business by Jack F. 
Graham. Romain will continue 
with the hardware end of the 
business and Graham will han- 
dle appliance sales. A television, 


radio and appliance repair shop 
will be operated by Vance Ro- 
main, brother of the hardware 
dealer. 


PARKLAND—Weir’s Midland 
Hardware opened its new store 
here recently. Louis Weir is 
owner of the modern hardware 
firm. Manager of the store is 
Cecil Bailey. A large number of 
people attended the formal open- 
ing. 


TACOMA — Hartman’s Hard- 
ware at 1212 So. K St. has 





GOOD NEWS LETTER ‘0 


HARDWARE WEEK SPECIAL HS-159 


12 tubes of PLASTIC ALUMINUM plus 

2 FREE “SURPRISE” TUBES in Mother’s 
SP is ¥ a (OUR 2 

reasure. 9 

| A 

hest 


“MY MOTHER-IN-LAW LOVES TO GIVE FREE 
SURPRISES — EVEN IF IT COSTS US MONEY!” 


oF, 


© 
YOUR PROFIT 


MARGIN NEARLY 50% 


Here’s the hottest deal in Hard- 
ware Week*. Let my mother-in-law 
(she’s in the shipping room now) 
send you 12 big 514-0z. tubes of 
DURO-PLASTIC ALUMINUM and 
she'll include . . . absolutely free 
. . . two tubes of either LIQUID 
STEEL, DURO-PLASTIC RUBBER 
or DURO-PLASTIC PORCELAIN 
REPAIR. The two free surprise 
tubes are packed right in the 
Treasure Chest. A free window 
banner is in the carton, too. 


RETAIL VALUE $14.00. DEALER COST ONLY 47.20 


*HS-159 offer expires April 15, 1960. 


PLUS AN ADDED ATTRACTION FOR YOUR CUSTOMERS 


Each of your customers buying a tube of DURO-PLASTIC Aluminum can receive 
a regular 25c POPULAR MECHANICS do-it-yourself booklet absolutely FREE. 
You have nothing to handle. We mail it direct to your customer when they 
send us the coupon on the back of each package. - 


Ve 


Sales Manager and Son-in-law 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER, OR write 


THE WOODHILL CHEMICAL CO. 1390 East 34th St., Cleveland 14, Ohio 


“Originators and World’s Largest Manufacturers of Plastic Aluminum” 
THE NATION’S ONLY MOTHER-IN-LAW APPROVED FIX-IT LINE 
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opened in the K Street Shopping 
Center. The new store is com- 
pletely modern and features the 
latest appliances, hardware and 
wiring supplies. John Hartman, 
owner and operator, held the 
grand opening with special 
values and free gifts. Hartman 
is also operator of the Tacoma 
Supply House. Manager of the 
new store is George Rosenhoff. 
He has been associated with 
Tacoma Supply House for seven 
years. 


WINLOCK — Announcement 
of the grand opening of the 
Toledo Hardware store was made 
by the new owners, Mr. and Mrs. 
E. C. Staley. The store was 
formerly owned by Mr. and Mrs. 
Norman Nash. A fire damaged 
the store some months ago. It 
has now been remodeled and re- 
stocked. Coffee and doughnuts 
were served during the opening. 
Door prizes and favors for 
youngsters were given away. 





WASHINGTON NEWS 


(Continued from page 25) 


maintenance and repair expendi- 
tures up by $1 billion to $20 
billion . . . Home construction, 
however, will probably slip as 
money experts expect present 
tight money conditions to re- 
main about the same... This 
would permit the predicted jump 
in total construction, but cause 
a 10 percent dip in home build- 

















Haven't you anything better to do? 
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ART. 583 


me we “ polyethylene 
pyten oh wrapped tubes 
Contnurier, = 

ogee wn ees §6=4 0Z.-8 OZ.-1 Ib. 


SEINE TWINE 
Cob Full range sizes 
3 to 72 


EACH TUBE LABELED AS TO SIZE, YARDAGE PER TUBE AND WEIGHT 


Viny! Weather Stripping Mop Heads 

Wood Giue Wrapping Twines 

Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 

aoe — Cord phoma » of negeneg Lines prepaid. Orders of less than $30.00 
nn a ard _— wre f. 0. b. Mill, Lawndale, N. C., Van Nuys, 

+ ei nately wig po ly tn Lines Calif., Marietta, Minnesota, Dallas, Texas, 

Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 


Starter Rope Freezer Tape $75.00 freight allowed to $1.00 per cwt. 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


F ; 
Put your confidence in 
the QUALITY LINE... 


2 
esrasusneo «7s GleVEland Mills Company LAWNDALE, Nc. 


14346 Bessemer St., Van Nuys, Cal. @ Marietta, Minn. e 3104 Gaston Ave., Dallas 26, Texas e Waynetown, Ind. 
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COVERINGS 


“TO ROLL OUT WRINKLES 
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i 18 cu AT DOOR FRAMES 
HH TO CUT IN CORNERS 

T TRIMS A STRAIGHT EDGE 
TRIMS A STRAIGHT EDGE 


HT CUT WALL 


“THE LINE THAT DOES THE 
SELLING JOB FOR YOU” 


ORDER FROM YOUR WHOLESALER 
HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., U. S. A. 
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Listing of HYDE 
Tools Illustrated on 
the Opposite Page 


Type and size of item 


First row, left to right: 

BLACK G SILVER TOOLS 
C2E-1'1%4"’ Flex. Putty Knife 
C2S-1 4" Stiff Putty Knife 
C2E-1 1/2" Flex. Putty Knife 
C2S-1 1/2" Stiff Putty Knife 
C2ACH-1 5/16” Chisel Putty 
C2E-2’' Flex. Putty Knife 
C2E-3” Flex. Wall Scraper 
C2S-3" Stiff Wall Scraper 
C2E-3 2" Flex. Wall Scraper 
All tools packed 6 each in 
stock box. 


Second row, left to right: 

BLACK & SILVER TOOLS 
C2E-4”" Flex. Joint Knife 
C2E-5" Flex. Joint Knife 
C2E-6" Flex. Joint Knife 

BLUE DIAMOND TOOLS 
C3E-1 1%" Flex. Putty Knife 
C3S-1 1%" Stiff Putty Knife 
C3E-3" Flex. Wall Scraper 

(not illustrated) 

C3S-3" Stiff Wall Scraper 
C3E-4” Flex. Joint Knife 
C3E-5” Flex. Joint Knife 
All tools packed 6 each in 
stock box. 


Third row, left to right: 
HAMMER-HEAD TOOLS 

CBHE-4” Flex. Joint Knife 
(not illustrated) 

CBHE-5” Flex. Joint Knife 

CBHE-6” Flex. Joint Knife 
(not illustrated) 

C8 Bent Paint Remover Scraper 

C97 Handy Knife 

C3 Linoleum Knife (not illus.) 

C33 Linoleum Knife (not illus.) 

C300 Linoleum Knife 

C94 Double Header Tool 


SPEEDSTER PAINT SCRAPERS 
C78-1" Blade Scraper 
C79-1'2"" Blade Scraper 
C80-2'/2"’ Blade Scraper 
C83-2'/2"’ Red Knob Scraper 
All tools packed 6 each in 
stock box. 


Fourth row, left to right: 
C85-1 2" Red Knob Paint 
Scraper 
C88 Cobra Paint Scraper 
C92 Pizza Cutter 
C126-A Workbench Knife 
C126-B Workbench Knife 
C126-C Workbench Knife 
C25 Razor Blade Scraper 
CC88 Capt. Hyde Cobra 
CC2E-1 %4’’ Caulk Knife 
CC8 Capt. Hyde Bent Scraper 
All tools packed 6 each in 
stock box. 


Fifth row, left.to right: 
PAPERHANGER TOOLS 

C211 Hydite Seam Roller 

C4 Smooth Blade Casing Knife 

C5 Serrated Blade Casing Knife 

C75 Casing G Corner Knife 

C4 Paperhanger Knife 

C13 Paperhanger Knife 

C250 Razor Knife 

C300 Maple Seam Roller 

All tools packed 6 each in 

stock box, 


FEBRUARY 1960 


No. C140 Do-It-Your- 
self Blue Diamond 
Putty Knife and 
Scraper Assortment on 
Free Rack. 

12 ea. No. C3E-1%”’ 
Flex. Putty Knives 

12 ea. No. C3S-1 4%" 
Stiff Putty Knives 

12 ea. No. C3E-3’ 
Flex. Wall Scrapers. 
All new sales packag- 
ing. Shp. Wt. 71/2 Ibs. 


No. C142 Speedster 
Scraper Assortment on 
Free Rack. 

6 each C78-1” Bid. 
Paint Scraper 

6 each C79-1 2” Bid. 
Paint Scraper 

6 each C80-21/2"’ Bid. 
Paint Scraper. 

All new sales packag- 
ing. Shp. Wt. 634 Ibs. 


Why You Get 


New No. C135 Double 
Header 2-in-1 Putty 
Knife Tool Assortment 
with Free Rack. 

New 2-in-1 Putty 
Knife Tool, special end 
smooths on putty for 
professional look. 
Other end to chip out 
old putty. Individually 
carded, 12 each on 
rack. Shipping weight 
47 Ibs. 


No. C141 Professional 
Black & Silver Putty 
Knife and Scraper As- 
sortment on Free Rack. 
6 each C2E-1 4%" 
Flex. Putty Knives 

6 each C2S-1] Ya" 
Stiff Putty Knives 

6 each C2E-3” 

Flex. Wall Scrapers. 
All new sales packag- 
ing. Shp. Wt. 534 Ibs. 


More Sales and 


Profits With The HYDE Line 


p 


HYD 
SOUTHBRIDGE, MASS., U.S. A. 


} 


MANUFACTURING CO. 


For Details Circle 22 on INQUIRY CARD 


FREE 


DE ey ee 
and Racks 
with 
HYDE TOOLS 


No. C120 Floor Tool 
Tower FREE with 17 
Tool Assortment. 
Handsome, all wood, re- 
volving floor tool tower 
takes only a 14” circle 
of floor space. Turquoise 
colored promotes 
for impulse sales, a selec- 
tion of fast selling, Fix- 
Up, Paint-Up Tools, 17 
different kinds for a 108 
total of tools. Tools, 
Tower, hooks and instruc- 
tions all packed in one 
corrugated container. Shp. 
Wt. 57 Ibs. 


tower 





BUILD 
BIG 


PSOFACMS SPRING HOSE PROMOTION 


 —wai 
YEAR 


HERE’S HOW IT WORKS. All orders for Borden's Resinite 
Hose and Sprinklers placed thru your wholesaler during the 29 
days of February and up to March 4 with delayed delivery will 
be entitled to an extra profit discount of 5%. 





Here's a February 


Order early for your Spring selling season. Don’t miss those June 
and July sales because of inadequate stocks of Borden's Resinite 
Hose and Sprinklers. Make early delivery arrangements with your 
wholesaler while he has adequate stocks on hand. Be sure to take 
full advantage of this unprecedented 5% bonus offer! 


BUILD BIG 
PROFITS WITH 


hordens 


CONSUMER ADVERTISING 


Peak of the season-advertising’in leading national magazines 
such .as LIFE;-SATURDAY EVENING POST, BETTER HOMES & 
GARDENS, SUNSET, and the specialty gardening magazines will 
continuously pre-sell Borden‘s’Resinite Garden Hose to your cus- 
tomers, R er, Borden‘sisthe only garden hose marketed 
under a nationally recognized brand name. You are backed by 
theJargest nationgt er advertising program — take ad- 
varitage of it and Build Bio-Soles with Borden's in, 260. 
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THE BORDEN CHEMICAL COMPANY, A Division of the Borden Company 
350 Madison Avenue, New York 17, N. Y. P. O. Box 430, Compton (Los Angeles) California 
For Details Circle 23 on INQUIRY CARD 
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NEW! General Electric Appliances 
€ that sell themselves! 


POSITION TO « 
HELP CONTROL 
| SPATTER 





POSITION OF COVER WHEN 
SERVING OR STIRRING 











BACON PAN-BROILS BACON FAT 
PERFECTLY IN SKILLET prains 


NEW TIP-TOP . ae 
Automatic Skillet 7 





= ~~ 
RETRACTABLE LEG TIPS SKILLET 





Automatic Toaster 


e Easy to use e Easy to clean e Easy to sell 
e Nine position control e Beautiful new ap- 
pearance e Model T102 Toaster 
STOCK UP on the complete line of General 
Electric Portable Appliances today! Model 
C 122 & C 112 skillets available soon. 
General Electric Company, Portable Ap- 
pliance Department, Bridgeport 2, Conn. 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 


For Details Circle 24 on INQUIRY CARD 


— 
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STORE EXTERIOR in Hilo, Hawaii, with owner Pete Beamer. 


Oversize 


calipers in window and key over door are trademarks of 60-year store. 


Hardware Store Defies Tradition 


Beamer's Sporting Goods Shop 
Hilo, Hawaii 


HE oldest hardware store in 

Hawaii, Pete C. Beamer’s in 
Hilo, completely upsets remodel- 
ing trends in merchandising. It 
has not been changed in 40 
years. 

Now 60 years old, the store 
has seen Pete through bank- 
ruptcies in other business ven- 
tures, the crash of ’29 and minor 
financial skirmishes. 

Pete, who is 88 years old, is 
the wise-cracking homespun per- 
sonification of his store, which 
barefacedly offers to the amused 
customer thunder mugs, curling 
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Around the World Bicycle Trip in 1899 
Ended in Hawaii Before it was Finished. 
... For 60 years Beamer's has been "The 
House That Has Things" . . . Tools for 


Blacksmiths, Watchmakers, 


Shoemakers 


and Barbers are Carried in Hilo's Oldest 
Hardware Store. 


irons, harnesses and wire cut- 
ters, on the same counter. 


For years, Pete has held his 
head high in this small com- 
munity of 25,000 with the dis- 
tinction of carrying every con- 
ceivable item his customer might 
wish. Oldtime friends have 
tested his claim, ostentatiously 
framed on the back of his sta- 
tionery, as follows: 


“If you want anything and 
YOU 

Do not find it, you realize and 
KNOW 

That the only place 


WHERE 

You can go and be sure 
TO 

Get it in Hilo and also 


Complete satisfaction guaranteed 
fy 

Is at the tool house of 
P. C. BEAMER” 


One merchant racked his brain 
and finally marched into the 
store with a triumphant request 
for a can of axle grease. Pete 
squinted thoughfully, rammaged 
through the store and brought 
out a can. 

Like his store, Pete still 
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REAR OF STORE is workshop and parts room. Kim Hiimi, Beamer’s helper 
for 40 years, works on toy baby carriage. 


dresses, acts and works as though 
it were nip and tuck to make 
ends meet, a condition belied 
by his presidency of Realty In- 
vestment Company, holding 
company for Hilo Motors, Wai- 
loa Motors Recapping Service, 
a string of theaters, a print shop 
and scattered real estate. This 
trait may, indeed, be one of the 
keynotes to his success in the 
hardware business. Faithful cus- 
tomers have become accustomed 
to his terse, penciled notes on 
overdue bills. Regarding credit, 


BICYCLES SUSPENDED from ceiling at rear of store. 
Shelving reaches length of store from floor to ceiling. 
Store carries everything from paint to oil lamps. 
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he says of bicycles, “The other 
guys sell them for $1.00 a week, 
but I refuse because it’s hard 
to collect.” 

Pete is an authority on bicy- 
cles, having crossed the United 
States from New York to San 
Francisco in one in 1899, leaving 
his Idaho Springs’ shop in 1897. 
The trip took him a year and 
was the first leg of a projected 
trip around the world, which 
ended in Hilo. Attracted by the 
eruption of Mauna Loa, he 
boldly began a five-day hike up 


the mountainside. Lost, badly 
sunburned, footsore from sharp 
lava rock and faint from hunger, 
he was accidentally rescued by a 
party of Hawaiians and then 
nursed back to health by his 
future wife, the famous hula 
dancer, Helen Beamer. 


Helen founded the famous 
Beamer Hula School, in which 
Pete’s five children, 18 grand- 
children and 20 great grand- 
children participate. Several 
Beamers are well known in the 











COLLECTION OF ANCIENT ARMS in Beamer’s home 
gathered from 1914 trip around world. Beamer reads spe- 
cial Aloah edition of November HARDWARE WORLD. 
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entertainment field for Hawai- 
ian hulas and songs. 

It was in 1899 that Pete set 
up his first bicycle shop in a 
livery stable in Hilo. Soon after, 
he expanded into his present 
shop and hardware, as his cus- 
tomers pressed him for repair 
equipment and tools. 

The narrow but deep, 25 x 90 
foot store leads to steps and an 
attempt at an attic in the rear, 
containing rustic items from the 
past. Within easy reach, are the 
famed counters offering bridles, 
popcorn poppers, roller skates, 
pocket knives, second-hand keys, 
and a knife which floats. On the 
wall in drawers, are 102 differ- 
ent sized screws, steeldrills that 
run down to a size smaller than 


HAWAIIAN COWBOYS buy horse blankets, stirrups and 
sursingles from Beamer. Wire and garden sprayers are 
included in this counter display of curiosity. 


a needle, all types of iron and 
brass nails, hinges and precision 
instruments not commonly 
found in hardware stores. Sus- 
pended from old thills from the 
ceiling are children’s bicycles 
and, from the balcony, hang 
solid rubber bicycle tires. The 
store window is a museum of old 
hardware, boasting a scythe and 
to being the store of three won- 
ders: “You wonder if we have 
it. We wonder where it is. 
Everybody wonders how we 
found it.” 

Pete describes his methods of 
meeting competition, when his 
store was growing, this way: 

“IT was coming back through 
San Francisco from a trip home 
in 1901 and stopped at Dunham, 


Carrigan and Hayden. Saw these 
Winchester rifles for $12.50. 
Those fellas back in Hilo were 
selling them for $30, so I bought 
$784 worth, and offered ’em for 
a $5 profit. Did they (the com- 
petition) storm into my store! 
Used to work 18 hours a day, 
back then, with 10 men helping.” 

Beamer’s store is now main- 
tained with two helpers, Ken 
Hiimi, who has been with Pete 
for 40 years and Evelyn Naka- 
moto, his bookkeeper. According 
to Evelyn, inventory takes a 
month. 

Instead of trying to “keep up 
with the Jones,” Pete, the “‘old 
man of hardware,” judiciously 
and economically sells his antiq- 
uity. 





| 





MOVABLE BROOM AND MOP DISPLAY 


| CIRCULAR SHAPED caster-mounted broom and mop 
| fixture displays twice as much merchandise as does the 
e |usual store fixture for those items. Gordon Whitney of 

wt al | Whitney Hardware, Seattle, Wash., designed and built 
WINDOW DISPLAY shows picture of Beamer and fa- | it with casters so it can be moved easily to any part of 
mous cigar, curling iron, spittoon, thunder mug and other |the store that he desires. Its flexibility makes it more 
items in Hawaii’s oldest hardware store. | sales-productive, the owner states. 
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Fashion Models Help Sell 


Electrical Housewares 


Walker-Scott 
San Diego, Calif. 


OW can a hardware dealer put 
extra appeal into his electri- 
cal housewares lines? 

A novel answer was provided 
recently at Walker-Scott, in San 
Diego, Calif., when the store 
used a unique fashion motif to 
emphasize the freedom from 
drudgery which electrical house- 
wares provide. 

Under the program, 400 small 
electric appliances were shown 
in the store, spread through 
various departments, and “mod- 
eled” by fashion models, wear- 
ing evening gowns, dinner 
dresses, and other high fashion 
apparel. The theme, of course, 
was to emphasize the fact that 
with modern appliances, a 
housewife can be a “fashion 
plate” all day long, without any 
fear of spoiling her appearance. 

Display windows tied in mod- 
ern developments in women’s 


fashion with similarly modern 
small appliances. Then, two 
fashion shows were put on. The 
fashion department’s models 
appeared in brand-new styles, 
which could be worn from break- 
fast to midnight. Each model 
appeared on the runway, carry- 
ing an electrical housewares 
item, again emphasizing the slo- 
gan “small appliances make it 
easy to be a fashion plate all 
day long.” Every appliance, in- 
cidentally, was described as com- 
pletely as was the garb worn by 
the model. With as many as 400 
women on hand, there was a 
drawing of one of the appliances 
at the end of each fashion show 
to stimulate attendance. 

During the same promotion, 
a fashion-appliance cooking 
school was staged, with the 
“demonstrator” wearing formal 
gowns and white gloves, while 


RUNNING COMMENTARY is provided about gowns and products by show 
director over p.a. system. Attendance ran as high as 400 each show. 
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HIGH FASHION is set by Model in 


smart frock holding polisher. 


preparing many food items in 
electric skillets, roasters, pres- 
sure cookers, broilers, etc. This 
highly unusual situation, of 
course, drew much humorous 
notice from San Diego news- 
papers, and included several ref- 
erences to it in fashion columns. 

Carried out on a smaller scale, 
this ‘‘fashion plate” theme is 
enough to start a new line of 
thought with housewives, par- 
ticularly those who have changed 
clothes several times per day, 
during a busy social day, in 
order to cook meals in between. 





How to Promote a 
Product-Fashion Show 


1. NEIGHBORHOOD OR DOWN- 
TOWN HARDWARE STORE — Put 
on show as community project enlist- 
ing aid of women’s apparel shop, hat 
shop, shoe store, fur shop and others. 
Use the store which has the most 
convenient space for staging the 
show. Make advertising and promo- 
tion on individual and/or cooperative 
basis. Plan to give door prizes at 
each show. 


2. SHOPPING CENTER —Sell idea 
of fashion-product show to other 
stores in shopping center. Utilize best 
situated store for the show. Have 
each store as contributing sponsor. 
Offer door prizes to insure atten- 
dance. 








Open Bins of Grass Seed and Bags of Fer- 
tilizer is Part of Mass Display . . . Custom- 
ers are Able to Find Variety and Quantity 
for All Their Gardening Needs . . . Tools 
and Hose Accessories Also Help Build 
Traffic 


OUBLING the size of the garden supply center 
and relocating it by the check stand near the 
store entrance has been one means of boosting 
sales in this category for Blomberg Hardware 
Company, Denver, Colorado. Another has been the 
addition of three self-service bins of bulk seeds. 
This is a nostalgic bit of service which customers 
in Denver’s southwestern area thoroughly appre- 
ciate, according to Ivan Blomberg, store owner. 


THE BIG DEPARTMENT, 25-feet deep by 
some 18 feet wide, is laid out by modern super 
market lines with little or no need for assistance 
from salespeople. 

Finished in bright green and red, the depart- 
ment includes three large central gondolas, 5 x 8 
feet long. The display has garden hose in eight 
price lines, with the emphasis on 10-year guar- 
anteed varieties. A small gondola is used for weed 
killer, insecticide, sulphates, plant food, rose dust, 
and accessories. One of the top eye-catchers is a 
mass display of turf builders in bags to cover 
5,000 and 10,000 square feet. A shelf around the 
base of the big mass display shows hedgers, trim- 
mers, seed spreaders, and similar hand tools. 

Another plant food display of almost the same 
size is adjacent to the cash register where it gets 
almost as much attention. 


“WE HAVE GONE AFTER THE HOME 
OWNER who has bought a new dwelling, and is 
starting a lawn, flower garden, and vegetable gar- 
den all at the same time,’ Mr. Blomberg said. 
“These make up the largest part of the new cus- 
tomers in the area, and consequently, we make 
it possible for them to buy everything for the 
entire year in one spot.” 

Backing up the open gondola area is a section 
of wall shelving 15 feet long, by six tiers of shelv- 
ing high, divided into three numbered sections. 
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BULK SEED is powerful traffic builder. Customers help 
themselves to exact amount and mixture wanted. 


BULK SUPPLIES 


Along the bottom two shelves are shown “trim” 
accessories, including grass barriers in varying 
size, heavy-duty hose, etc. On the second shelf are 
small packages of plant foods, hand tools, sprays, 
parts and accessories for underground water sys- 
tems, and decorative accessories. At waist level 
are hose reels, scythes, watering cans, etc. There 
is more than 25 consecutive feet of shelving de- 
voted to gardening sprays, small packages of 
weed killer, hose-spray equipment, and “gifts 
for the gardener,” in the form of more expensive, 
high quality grass shears, clippers, gloves, etc. 


AT THE FRONT of the department, Blomberg 
Hardware Company makes certain that all of the 
small essentials get plenty of attention by group- 
ing them around the three self-service bulk seed 
bins. Blomberg added these to his store’s facil- 
ities on the basis that many people remember with 
appreciation the ability to buy exactly the amount 
of seed they needed, to make up their own mix- 
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MASS DISPLAY of fertilizer is in open area. Spreaders 
and other tools are displayed close by. 


ms 
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GONDOLAS ARE USED for mass display of non-bulk 
items of plant food, insecticides and packaged seed. 


FEATURED IN GARDEN DEPARTMENT 


Blomberg Hardware Co. 
Denver, Colorado 


tures for particular types of soil, etc. Therefore, 
the self-service bins display high grade pure Ken- 
tucky blue grass seed, Centennial mix and per- 
manent rye, particularly recommended for lawns 
used by children, rental property or heavy traffic. 
A U-shaped enclosure four tiers of shelving high 
is divided into more than 300 small compartments 
by glass dividers. Here are shown hose repair 
kits. There is likewise a big selection of powerful 
clamps, to do away with leaks which make water- 
ing lawns by hand an aggravating problem. One 
section is labeled, “Plastic Hose Couplings” de- 
voted to the troubles of customers who own ex- 
pensive plastic hoses and find that the ordinary 
repair kits for rubber hose just won’t work. 
Finally, lower shelves around the U-shaped en- 
closure, display some 14 varieties of grass seed in 
one-pound packages, ranging up to 10-pound pack- 
ages, for specific needs of homeowners in every 
bracket. Open spaces around the floor are used 
to display special purpose hose, such as canvas 


FEBRUARY 1960 


soakers, spray hose, wheeled lawn and garden ac- 
cessories, harrows, and similar bulky items. 


“WHAT WE HAVE DONE is to anticipate all 
of the aggravations and unpleasant aspects of 
gardening and provide answers for them,” Ivan 
Blomberg said. “First, the bulk seed display lets 
the customers make up their own mixtures. It 
does away with the waste represented in pack- 
aged seed when customers want only a small 
amount of two or three varieties. Then, the solid 
brass couplings, clamps, and other fixtures makes 
it possible to do away with leaks, hose splitting, 
and similar nuisances in watering. 

“We believe we have prepared for every con- 
tingency which the homeowner is likely to en- 
counter. By laying out the merchandise for 
shopping ease, presenting a large inventory in the 
department and locating the department near the 
parking area has attracted an ever-growing list 
of customers.” 
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NEW LOOK IN SALES DEPARTMENT 


... At Dunham, Carrigan & Hayden at San Francisco 


T their twelfth year point in 
their second century of 
operations in northern Cali- 
fornia, Dunham, Carrigan & 
Hayden Co. have within the past 
year reshaped its sales depart- 
ment with a look towards fu- 
ture sales development. 

The top management includes 
Curtis Hayden, Sr., president; 
Brace Hayden, vice-president; 
and Curtis Hayden, Jr., vice- 
president. 

Heading up the army of sales- 


Benjamin F. Charles 
Halliday Lutz 


men for the firm is Charles A. 
Lutz, who became general sales 
manager in November of 1958. 
It was back in the boom days 
of the ’20s when Lutz joined the 
firm after graduating from 
Heald’s Business College, San 
Francisco. It was in July, 1926 
that he became a stock clerk. 
He rose in succession to order 
clerk, checker, country shipping, 
local buyer, telephone salesman. 
He then became a general line 
salesman for 13 years in north- 
ern California and southern 
Oregon. 

Before being appointed to his 
present position, he was a house- 
wares buyer for seven years. 

He succeeded Benjamin F. 
Halliday who is still asked for 
by many old-time customers of 
Dunham, Carrigan & Hayden. 
Ben retired in November, 1957 
after an acute illness. Halliday 
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lives at 100 Yale Road in Menlo 
Park where he is enjoying good 
health and receiving many of his 
old-time friends. 

Halliday started with the firm 
December 24, 1910, which makes 
him eligible for HARDWARE 
WORLD’S Western Hardware 
50-Year Club this year. Accord- 
ing to legend in the stock room, 
on this day before Christmas 
when he joined the firm, he tore 
his only pair of pants opening 
a crate. Ben also went through 
the various stages of stock clerk, 
order clerk, checker, price de- 
partment, etc. He was a gen- 
eral line salesman for 12 years 
in the San Joaquin Valley. 

In 1924 Ben was brought into 


Herbert 
Cc. Howe 


Klapperich 
the San Francisco office as as- 
sistant salesmanager. He be- 
came general sales manager in 
1932 and very shortly became 
known to nearly every retailer 
in northern California, other 
wholesalers, and hundreds of 
manufacturers throughout the 
country. 

On January 1, Herbert C. 
Howe retired. He had been an 
assistant sales manager since 
1938. He started in the hard- 
ware field at the retail level in 
Michigan in 1918. After a wealth 
of experience he joined DCHCO 
in 1926 as a general line sales- 
man in the Sacramento Valley. 
In 1934 he was brought into the 


San Francisco office in charge 
of government sales. 

Harry Klapperich was named 
assistant sales manager last 
Spring. He started with Dun- 
ham, Carrigan & Hayden Co. in 
1940 as a stock clerk and went 
through the various stages up 
to general line salesman in San 
Joaquin Valley. He stayed there 
for one year and then was trans- 
ferred to the Mendocino-Lake 
County territory where he 
stayed for 11 years. 


James E. 
Skelly 


Armand 
Schwartz 


James E. Skelly was appoint- 
ed merchandise manager in 
housewares and electric appli- 
ance departments in 1959. He 
is also in charge of special pro- 
motions for the firm. He started 
with DCHCO in 1933 as an 
office boy. He then became an 
order clerk, local buyer, tele- 
phone salesman, and general line 
salesman in the East Bay. He 
covered that territory for 11 
years before being made assis- 
tant sales manager. 

Lutz announced that Armand 
Schwartz had been appointed 
housewares buyer on Feb. 1, 
1960. Schwartz was formerly 
housewares buyer for Seller 
Bros. in San Francisco, where 
he had worked for the last 20 
years. 

Armand started in the busi- 
ness at an early age working for 
the Heyman-Weil Co. after high 
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school for about two years 
where he dusted merchandise 
on display in the sample room 
among other duties. During his 
last two years of high school, 
he worked in his father’s hard- 
ware store, Bonifield Hardware 
in San Francisco. 

After graduation, Armand 
joined Sellers Bros. as a stock 
clerk. He then became a “buy- 
out” buyer, traffic manager, and 
handled cost work and assistant 
buyer, in that order. At the 
outset of World War II, he be- 
came an assistant buyer han- 
dling housewares, garden sup- 
plies and electrical appliance 
lines. After the war he became 
a regular buyer. Schwartz has 
been very active in the house- 
wares field and was president of 


the San Francisco Pot & Kettle 
Club a few years ago. 
Schwartz succeeds Bill Brown 
who has been transferred to 
special assignment in the toy 
department of DCHCO. 


Edward 
Howse 


A catalog department always 
serves a very important func- 
tion in the overall sales effort. 
The head of this department is 
Edward Howse, who started 
with DCHCO in 1934 as a truck 


driver. Subsequently he changed 
course and started through the 
routine of order clerk, checker, 
receiving department manager 
and then to assistant house- 
wares buyer. 

In 1956 Howse was appointed 
manager of the catalog depart- 
ment. There are seven persons 
helping to keep the DCHCO 
catalog up to date. The com- 
pany recently started a Priced 
Catalog Service available to 
dealers. 

The equipment used to pro- 
duce the catalogs and the pric- 
ing service includes the latest 
offset equiipment . . . reproduc- 
tion camera, dark room, and an 
offset equipment .. . reproduc- 
automatic collator to help as- 
semble the catalog pages. 


Sea Shells Build Tourist Traffic 


Last summer tourists visiting 
the small town of La Conner, 
Wash. on the Swinomish Chan- 
nel were attracted to a large 
display of sea shells and orna- 
mental corals at Dunlap Hard- 
ware. 


The hardware firm needed 
merchandise to appeal to 
tourists. It was the idea of Mrs. 
R. L. Smiley, who with her hus- 
band Bob operate the store, to 
offer sea shells to the willing- 
to-buy tourists. Through family 
connections in the Philippines 
they learned of a well known 
exporter of shells and coral. The 
first order went so fast that they 
were almost sold out by the 
time the second order arrived. 

The shells were displayed in 
show cases in a corner window 
where the tourists easily spot- 
ted them. Most of the sales 
came from store display. How- 
ever, they did run a small ad 
in their local paper which has 
a circulation of only 700 weekly 
copies. They used no other ad- 
vertising. 
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Dunlap Hardware Company 
La Conner, Wash. 


PART OF LARGEST SELECTION 
of sea shells in the Northwest, ac- 
cording to the owners of Dunlap 
Hardware, are displayed in show 
cases. More than 40 different types 
of shells are shown ranging from tiny 
shells to those that measure a little 
more than 10 inches. 


The response was so good that 
Dunlap Hardware added Philip- 
pine table mats, wood wind 
chimes, bags, etc. They have all 
become fast movers. 

The shells come from the Sulu 


Sea off Mindanao in the Philip- 
pine Islands. They are dug from 
the warm sea water with large 
modern clam shovel dredges. 
There are more than 40 varieties 
from small shells to huge cy- 
matium tritonis, which are 
more than 10 inches across. 

Mrs. Smiley reports that they 
have had customers from most 
parts of the U.S. look at their 
display and buy shells and other 
Philippine articles to take home. 
All of the customers have been 
satisfied and agree that the 
selection is very good. 

The cost is small and the re- 
turns are excellent according to 
Mrs. Smiley. “This is a most 
profitable venture,” she says. 
“The expenses, such as customs, 
trips to meet ships, and tele- 
phone calls have been expensive 
and time consuming. But the 
mark-up on this line of mer- 
chandise makes it worthwhile. 
I might add, the pleasure of be- 
coming acquainted with this 
world of warm water shells has 
been all mine.” 
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Inventory Control Helps Turnover 


Reinhard's Hardware 
Bellevue, Washington 


IS business was a going, profitable concern 

when he bought it five years ago, but Louis H. 
Reinhard has more than doubled sales since that 
time. 

In his renamed Reinhard’s Hardware, the 
owner carries an inventory of $40,000 to $45,000, 
which he turned four times in 1958. In 1959, 
he expects to turn his stock five times. 

Employee staff numbers four individuals plus 
the owner and Mrs. Reinhard. Sales area meas- 
ures 50 x 65 feet with a 35 foot deep warehouse 
at the back. 


Skillful Inventory Handling Keep Slow 
Moving Items at Minimum . . . Decorating 
Service Builds Paint Sales .. . Paint Sec- 
tion Has Become Largest Department in 
Size and Sales 


Skillful inventory handling goes a long way 
toward explaining the success of this Bellevue, 
Wash., dealer. Other factors are special customer 
services, departmentalization, and display. 

PAINT SECTION is the major department in 
the store. This is located in the left front corner 
and occupies about one-fourth of the total sales 
area. It accounts for approximately 30 per cent 
of total store sales and returns a higher margin 
than most hardware store merchandise. 

Here, Reinhard follows the policy of providing 
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HAND TOOLS and patio furniture is along right side of 


GARDEN SUPPLIES are located at rear of store. Part 
Reinhard Hardware store. 


of wall section is used for garden tool display. 
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Reinhard (right) explains stain to customer. 


a good assortment of quality, nationally adver- 
tised lines. His inventory includes two full gen- 
eral lines and four specialty lines of paints. 

“In every line we handle, we make it a point 
to stock the full line,” the owner explains. ““We 
feel a line is not worth handling unless we carry 
all varieties and all colors. 

“In our outside stains, for example, we carry 
only one brand, but we stock what we consider 
to be the best available on the market today.” 

Like the rest of the store, merchandise in the 
paint department is well organized so that cus- 
tomers can easily find what they want if they 
wish to serve themselves. A clean, well ordered 
department stimulates impulse buying too, the 
owner believes. 

In this department more than in any other, 
however, personal service creates additional sales 
and assures customer satisfaction, Mr. Reinhard 
says. Most customers, for instance, know very 
little about color combinations and need help in 
decorating their homes. This applies not just to 
the paint they select but to their furnishings 
as well. 

DECORATING SERVICE provided by Mrs. 
Reinhard fills in very effectively here. An ex- 
perienced home decorator, she advises customers 
in the store or goes out to the homes as required. 
About twice a week on the average, she makes 
personal visits to prospects’ homes. This almost 
always leads to sales. The average total for a 
complete interior paint decorating job is about 
$50 worth of materials. 

The store has become so well known for this 
service that the owners occasionally get calls for 
advice from people who have bought their paint 
elsewhere. They do not feel affronted when a 
non-customer requests their services but con- 
sider it an opportunity to win that individual as 
a customer for a future sale. 

Mr. and Mrs. Reinhard likewise make it a 
point to find out what kind of a job the customer 
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mum of depth in quantity. A full line is stocked. 


plans to do. Some will pick out a type of paint 
for themselves or request a specific type that may 
be the wrong kind for their kind of application. 
By making sure that the customer goes out of 
the store with the right product, the owner as- 
sures that they will be satisfied with the pur- 
chase. 

In other store departments, general hardware 
accounts for 50 per cent of the total, electrical 
and plumbing merchandise for 20 per cent. 

Departments on the sales floor are easily iden- 
tifiable and merchandise is displayed in a clean 
and orderly manner. Reinhard follows the prin- 
ciple of stocking as wide a variety as possible in 
limited depth. 

“Since we are located close to our main sup- 
pliers in Seattle, we don’t have to stock up for a 
long period of time. I normally reorder in quan- 
tities that I figure will be sufficient for the next 
two weeks,” the owner explains. 

“By carrying merchandise in shallow depth, 
we can increase the variety we make available 
to our customers with a given inventory invest- 
ment. We have our own truck and make three 
trips to Seattle weekly to pick up merchandise. 
Besides saving freight, this gives us closer con- 
trol over our inventory.” 

STOCK IS CONTROLLED VISUALLY, a job 
which can be done more easily because of the 
store’s self-service layout. The owner likewise 
watches his stock closely to eliminate any slow 
moving items. 

“We operate on the assumption that we’re 
better off to have a dollar in the bank or in fast- 
moving merchandise, than two dollars in shelf- 
warmers,” Mr. Reinhard says. “When an item is 
obviously a poor seller, I reduce it enough so 
that it will clear out of stock quickly. We’re quite 
ruthless about this, often cutting the price of an 
item to clear, by 50 per cent. Even though we 
take a small loss on it, it helps keep our stock 
clean and fast-moving.” 
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Post Card Program Pays Off... 


Bon Hardware Co. 
Colorado Springs, Colo. 


OBODY is more discouraged than the pur- 

chaser of a brand new home who finds that 
his grass will not grow as he anticipated—and 
nobody makes a better prospect for fertilizer, 
grass seed, and lawn-care accessories, according 
to Walter Chance, owner of Bon Hardware Com- 
pany, in Colorado Springs, Colorado. 

OPERATING a modern hardware store in a 
shopping center, Chance went into a different 
form of merchandising operations when he lis- 
tened to complaints of new homeowners in the 
area. Many had purchased comparatively low 
cost “budget homes” in new residential subdivi- 
sions opening up in this section of Colorado 
Springs. Around one out of five, Chance found, 
was thoroughly dismayed to find that the grass 
seed which he had carefully sowed was not tak- 
ing hold as anticipated. Either he had no lawn 
at all, or a bunch of scraggly patches which were 
anything but attractive. 

THE SOIL in such communities as Colorado 
Springs, right at the base of the Rocky Moun- 
tains, is not the best in the world for propagating 
a rich green lawn. However, with the proper 
chemical preparation, fertilizers, and watering 
methods, lawns can be grown which will equal 
those in the most fertile valleys in the country. 

INSTEAD OF WAITING for customers to 
come into the store, the Colorado hardware firm 
“goes out after the customer.” It is no trick at 
all, according to Chance, to drive through the new 
residential districts, and spot the homes where 
the first attempt at creating a healthy, attractive 
lawn, have failed. There are several in every 
block, particularly where most of the newcomers 
have moved in from eastern cities and know little 
of the peculiarities of mountain-slope lawn con- 
ditions. 

DIRECT MAIL, addressed to the homeowner 
at the address involved, is the next step. Person- 
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In Fertilizer Sales ... Dealer Becomes 
Known as Expert in Lawn Care by Giving 
Advice and Selling Proper Materials 


ally-written post cards, or printed post cards and 
booklets produced by a major feed supplier for 
Bon Hardware Compay are used. Where the per- 
sonal post cards are used, Chance takes a cheer- 
ing helpful approach with such comment as 
“Cheer Up! You Can Have the Sort of Lawn 
You’d Like to Grow. Come in and Let Us Show 
You How,” signed with the store name and trade- 
mark. Another card may read, “It takes a cer- 
tain kind of fertilizer to grow grass in your area. 
We tested it ourselves! Come in and learn about 
the results!” 

CARDS ARE WRITTEN to fit the particular 
circumstances which the lawn reveals. A sharply- 
sloped terrace which will allow fertilizers to run 
off is an example. In all cases, the cards are de- 
signed to hit at an important point—the home- 
owners’ bad luck with their new lawns. The re- 
sults have been an immediate response by the 
interested homeowners. 

Chance learned his lore of getting balky lawns 
to grow from personal experience, having lived in 
many sections of the city, growing lawns, gar- 
dens, shrubbery, flowers, and vegetables. Natural- 
ly, he has standardized on what he found will 
consistently produce the best results. He can 
guarantee that the customer’s lawn will grow as 
desired. 

A BIG BOOST came when one customer had 
experienced nothing but aggravating problems in 
past lawn care. He actually won a prize the fol- 
lowing year, after Chance had recommended ferti- 
lizers to him. He has been sending other lawn- 
care prospects out to this customer’s home to get 
a “first-hand testimonial” ever since. 

There are very few instances, Chance reports, 
in which his efforts along these lines did not 
produce sales—and in the process he has picked 
up a thoroughly valuable reputation as a lawn- 
growing expert. 
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SUREST 
PROFITS 
YOu 
EVER 
HAD 


Fully guaranteed sale plus 
full ad allowance on 
Boontonware ‘Factory Run” Promotion 


Boontonware’s biggest yearly factory run promotion 
is back with a big, big difference .. . with both a 
full ad allowance, and a fully guaranteed sale. Any 
size store can’t help but profit more. You get greater 
sales volume through full advertising support. You 
get extra sales by offering a complete selection of 
sale merchandise (what you can’t sell you send 
back) — all for truly maximum profits. Add to this 
a Service Piece Special that gives you regular 40% 


plus an extra profit bonus. Place your order now. 


finest of all melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. 


For Details Circle 25 on INQUIRY CARD 
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TIME SAVING DISPLAYS can be 
made with Key Poles. Perforated 
telescopic poles in four models reach 
from 3 ft. 8 in. to 22 feet. Poles 
easily reach from floor to ceiling and 
are held in position by spring and 
suction cups. Aluminum anodized 
poles with accessories make versatile 
displays possible in corners and other 
hard to utilize areas—Empire Dis- 
play Mfg. Co. Inc. 
For Details Circle 180 on INQUIRY CARD 





CAR BRUSH KIT is two-piece snow 
brush and combination upholstery and 
lint brush. Set comes in polyethylene 
bag with selling saddle and hang-up 
hole. Both brushes can fit in glove 
compartment of car. Color-coordi- 
nated in pink, yellow or turquoise.— 
Empire Brushes, Inc. 
For Details Circle 181 on INQUIRY CARD 
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Merchandising Aids 


PICTURE HANGER counter display 
cartons and display stands. Cello- 
phane packed counter displays hold 
two-dozen packages. Hangers require 
no hammer or nails to use.—Jiffy En- 
terprises, Inc. 

For Details Circle 182 on INQUIRY CARD 
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SAW BLADE MERCHANDISER for 
self-service use. Customer dials the 
cutting job he wants blade for and 
correct part number appears at win- 
dow on display.—Skil Corporation 
For Details Circle 183 on INQUIRY CARD 


ROLLER DISPLAY holds fast selling 
rollers, covers and trays. Display can 
be hung or used as easel. Peg Board 
has items in two sizes.—A. G. 
Jacobus’ Sons, Inc. 

For Details Circle 184 on INQUIRY CARD 
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PEG BOARD MERCHANDISER for 
limited display space. Master Painter 
roller unit is designed for smaller 
dealer. Enough items are stocked to 
satisfy demand for professional paint 
rollers by contractors and _ decor- 
ators.—E Z Paintr Corporation 
For Details Circle 186 on INQUIRY CARD 


CARRYOUT KIT for the home work- 
shop has 36 assorted self-locking per- 
forated board fixtures. Kits are at- 
tractive red and black shipping car- 
tons which open up to form effective 
counter display for self-service. Ten 
kits in carton.—Turnbuckles Inc. 
For Details Circle 187 on INQUIRY CARD 


PLASTIC CONTAINER is new for 
rug shampoo. Also new is the Car 
Master kit which has_ upholstery 
cleaner and applicator included. Self- 
selling display box contains kit for 
counter use.—Bissell, Inc. 

For Details Circle 188 on INQUIRY CARD 
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IF YOU STOCK 7 


LS) 0 BY 


YOU should 
stock the 


DIRECT- 

TO-DEALER 

GOLDBLATT 
LINE! 


Take this check-list test! If 
you can identify 7 or more 
of these tools as items you 
carry in your regular stock— 
then your store is a tool 
center for professional men 
in the building field! And 
such Dealers must stock and 
sell Goldblatt Tools, the 
preferred trowel-trades line 
since 1885. If you do not 
get the Goldblatt Dealer 
Catalog, write for your Free 
copy today! We'll send it 
out at once! 


IN CERTAIN AREAS, 


/ 


/ 

SHE NOW 
SELLS THROUGH 
KEY JOBBERS! 


We have appointed stock- 
carrying swift-servicing Job- 
bers on both coasts. Other 
Jobber appointments are 
pending. Write for the name 
of the Jobber nearest to 
your store. 


JOBBERS: Write us if you 
are interested in the Gold- 
blatt Tool line for your area. 





‘Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


rental trade. 

Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 
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MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-2 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


| Please send me folders describing Holt rental machines. 
1942 WALNUT STREET POSITION 
KANSAS CITY 41, MO. | 


For Details Circle 26 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About 


MERCHANDISING AIDS 





LINTLESS 
ABSORBENT 
LONG LASTING 


CLEANING 
POLISHING 
CLOTH 
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NEW PACKAGE for Duet two-in-one 
cleaning and polishing cloth. Colorful 
polyethylene pack has price area and 
is hole punched for hangup display. 
Package is designed to increase im- 
pulse sales. Manufacturer states that 
cloth won’t unravel and is _ lintless 
whether used wet or dry.—American 
Sponge & Chamois Co., Inc. 
For Details Circle 191 on INQUIRY CARD 





FLOOR MERCHANDISER has three 
dozen pairs of gloves. Attractive 
household gloves are in three colors 
and four different styles. Complete 
hand protection department is con- 
tained in wire floor unit.—The Pioneer 
Rubber Co. 
For Details Circle 163 on INQUIRY CARD 
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“CARD-PACK” DISPLAY for garden 
accessories. Self-service metal coun- 
ter display rack holds up to 85 hose 
nozzles, sprays, couplings and mend- 
ers in a little over one square foot. 
Product is bubble mounted on card. 
“How to use” information is con- 
tained on back of card. Rack is de- 
signed for permanent use.—W. D. 
Allen Manufacturing Company 
For Details Circle 192 on INQUIRY CARD 





HOME OWNERS DISPLAY of push- 
brooms. Display features an assort- 
ment of sweeps designed to reach 
broad market of home users. Unit 
holds 20 brooms and handles for in- 
side and outside use. Eye-catching 
metal sign at top of display has rec- 
ommended broom use. Display takes 
2.3 square feet of floor space.—Ox 
Fibre Brush Company 
For Details Circle 185 on INQUIRY CARD 
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DURABLE DISPLAY for electric 
shaving needs. Self-service shelves 
for accessories is combined with prac- 
tical stock cabinet for parts. Designed 
of wood, metal and heavy plastic, it 
measures 934 x 114% inches.—Schick, 
Inc. 
For Details Circle 189 on INQUIRY CARD 


FLOOR AND COUNTER DISPLAYS 
are new Offering for hand and com- 
pressed air sprayers. Merchandisers 
spotlight the products. Three displays 
available as separate items. Counter 
and floor rack can be used together 
or individually as illustrated.—Root- 
Lowell Corporation 
For Details Circle 190 on INQUIRY CARD 
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STORE OPERATIONS 


EXTRA-RICH Lucite Acrylic enamel 
gives brilliant finish to fluorescent fix- 
tures. Finish is said to be whiter and 
harder than other enamels. Less 
staining, too.—Edwin F. Guth Com- 
pany 

For Details, Circle 193 ON INQUIRY CARD 


TEMPERED GLASS of various 
shapes and sizes are used in basic 
display kit. Use for your window and 
counter displays. Glass attaches to 
cylinder for multiple displays. Glass 
is claimed unbreakable.—The Polyvog 
Corp. 
For Details, Circle 194 ON INQUIRY CARD 


INVENTORY AND SHIPPING TIME 
can be cut with Quick-Check double 
ratio scale. Two small ratio scoops 
and large platform scoop saves time 
in counting unknown quantities.— 
Triner Scale and Manufacturing Com- 
pany 
For Details, Circle 195 ON INQUIRY CARD 
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Viewed from any angle... 


HERE'S A 
SURE-FIRE 
SELF-MERCHANDISING 


MONEY 


It sells on sight — this uniquely-packaged washer assortment that’s 
needed and wanted by every homeowner and workshop handyman who 
enters your store! Here in their own powerful merchandising display 
carton, ready for easy showing on counter or rack, are twin plastic tubes 
of Milwaukee Wrot Washers in lock- and flat-size assortments most 


often used in the home. 


Wherever you put them, these cartons are eye-catching traffic stoppers. 
Their flashing color and transparent tubes bring impulse-buying cash 
out of customers’ pockets into your register fast — in a volume and at 
a mark-up assuring worthwhile profit on every transaction. 


Order from your jobber today — then watch your washer sales climb. 


OTHER WASHER 
MERCHANDISING PACKAGES 
DESIGNED TO STIMULATE 
RETAIL SALES 


ASSORTMENT AND 
SINGLE-SIZE TUBES 


Wrot Washers offer you the broadest selec- 
tion of retail merchandising packages in the 
industry. From the exclusive new “Klip-Pac” 
through assortment- and single-size tubes to 
shelf boxes and bulk washer containers, there 
is a sales-proved, turnover-stimulating Mil- 
waukee packaging method exactly fitted to 
every customer's requirements. 


EXCLUSIVE KLIP-PAC 


Precounted washers (in 
sizes 3/16” through 3/4”) 
now assembled in perma- 
nently size-marked, con- 
venient clips which stop 
waste and loss. 





STANDARD SHELF 
PACKAGES 


All standard and SAE size 
washers are available in 
colorful, quick-identifying 
boxes of 1 and 5-ib size. 





Provide from 3/16” to7/16” 
counted and plated washers 
of popular sizes in plastic 
tubes. 





BULK WASHER 
CONTAINERS 


All standard 


Since 1887 


and SAE sizes 


are supplied 


in 100- and 


200-Ib. bulk 


cartons for 


-_ 
MITWAIKEE 
MILWAUKEE 


WROT WASHER 


large-quantity 


users. 


WROUGHT WASHER 
MANUFACTURING CO. 


the world’s largest producer of washers 


2240 S. Bay Street « 


Milwaukee, Wisconsin 


For Details Circle 28 on INQUIRY CARD 
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“SPARTAN HAND SAWS” catalog 
has four-pages with 17-saw models 
in variety of sizes and prices. Catalog 
is from Western Saw Manufacturers, 
Inc. Illustrations of saw models are 
included. 

For Details Circle 210 on INQUIRY CARD 


“AMERICA’S FINEST TILLERS” 
is a four-color brochure on power 
garden equipment from Gilson Broth- 
ers Company. It shows tillers, riding 
mowers, shredder-grinders and ce- 
ment mixers. 

For Details Circle 211 on INQUIRY CARD 


“ARISTOCRAT” brochure describes 
filing cabinets by Remington Rand 
division of Sperry Rand Corporation. 
The 12-page booklet covers the Aris- 
tocrat IV steel cabinet line to keep 
business records in order. 

For Details Circle 212 on INQUIRY CARD 


“NEW TORO YARD MACHINES” 
is an eight-fold leaflet that tells the 
story of additional equipment for 
the Toro Power Handle. Description 
and illustrations of Toro Manufactur- 
ing Corp.’s engine and handle which 
can be used in a variety of ways. 

For Details Circle 213 on INQUIRY CARD 


“LAUGH BOOK” is pocket size 
book of ready-made jokes for the 
luncheon speaker. Published by the 
Precision Equipment Co., the book in- 
cludes the company’s’. well-known 
“Heard In The Locker Room” jokes. 
The book would make a handy refer- 
ence for the occasional speaker who 
needs a good joke to begin his speech. 

Fer Details Circle 214 on INQUIRY CARD 


PRODUCT CATALOG for 1960 on 
Turfmaster lawn mowers. Catalog 
from Dille & McGuire Manufacturing 
Company has 17 pages of power and 
hand lawn mowers with accessories. 
Price list is included separately. 

For Details Circle 221 on INQUIRY CARD 
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HOBBY MERCHANDISE CATA- 
LOG from D. N. Mallory, a Pacific 
Coast wholesaler contains pre-sold, 
brand-name model and hobby items. 
Included is information on how to 
enter the hobby and craft field as a 
means to added sales. Model air- 
plane, railroad, plane and_ similar 
equipment, plus tools and accessories 
and craft materials are all described 
in catalog. 

For Details Circle 233 on INQUIRY CARD 


FOUR-PAGE CATALOG SHEET 
gives information and specifications 
of high impact polystyrene drawers 
with slides for cabinets in the home. 
Washington Steel Products, Inc., is 
the manufacturer. 

For Details Circle 218 on INQUIRY CARD 


HARDWARE DEALERS and dis- 
tributors may find this 24-page book- 
let informative and entertaining. The 
Turfmaster line of Dille & McGuire 
Manufacturing Company is described 
with specifications of each mower. 
Product information includes selling- 
aids, consumer research, company 
policy and promotional plans and sug- 
gestions. 

For Details, Circle 229 ON INQUIRY CARD 


“THE LITTLE TOWN THAT 
WANTED TO BE BEAUTIFUL” is 
told in eight-page booklet from W. P. 
Fuller & Co. Booklet tells in story- 
book form how a community project 
brightened up a town by a paint-up 
campaign. Several towns have taken 
advantage of the Fuller Company’s 
Community Project Division for plan- 
ning and getting sponsorship of a 
“Paint the Town” project. This book 
shows you how to get the details for 
a project in your town. 

For Details Circle 206 on INQUIRY CARD 


“BOLENS CONVERTIBLES” is 
18-page fold-out piece with specifica- 
tions and information on Bolens Con- 
vertible power lawn mowers. From 
Bolens Products division of Food Ma- 
chinery and Chemical Equipment Cor- 
poration, colorful brochure includes 
space for imprinting. 

For Details Circle 207 on INQUIRY CARD 


DETAILED BULLETIN on narrow 
stile door hardware by Yale & Towne 
Manufacturing Company. Compre- 
hensive line of locks and hardware 
for glass, aluminum and architectural 
metal doors includes door closers, 
panic exit devices and miscellaneous 
hardware. 

For Details Circle 232 on INQUIRY CARD 


PLUMBING FIXTURES CATA- 
LOG has 96-pages in two color. The 
catalog shows Gerber Plumbing Fix- 
tures Corp.’s full line of brass, vit- 
reous china and steel enamel ware. 
Catalog has seven sections for easy 
reference. 

For Details Circle 220 on INQUIRY CARD 


FULL COLOR CATALOG of house- 
wares, ceramics, woodenware and din- 
nerware is available from the import- 
ing firm of Fred Roberts Co. The 
75-page catalog includes numerous 
new and exclusive items. 

For Details Circle 219 on INQUIRY CARD 
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FREE LITERATURE 





“BUYING AND SELLING GUIDE” 
for asbestos and insulating materials 
is being distributed by Grant Wilson, 
Inc. The 10-page guide gives com- 
plete details of pipe coverings, as- 
bestos paper and tape and cements 
and combustion chambers. The guide 
is designed to serve both buyers and 
sellers in the heating, ventilating, air 
conditioning and plumbing fields. 

For Details Circle 227 on INQUIRY CARD 


“K ARTING HANDBOOK” contains 
tips on choosing a competition kart 
and engine. Included in 16-page book 
from West Bend Aluminum Co. is an 
introduction and history of karting 
(miniature auto racing); forming a 
karting club; competition rules; where 
to race; how to lay out a track; and 
staging an event. The book is avail- 
able at nominal price of 25¢. 

For Details Circle 228 on INQUIRY CARD 


RUST AND CORROSION CON- 
TROL is the subject of a 38-page 
systems catalog by Rust-Oleum Cor- 
poration. Highlight of the manual is 
the “New Color Horizons System” by 
Rust-Oleum that stops rust and pro- 
vides beauty. The four color catalog 
has 76-color photos and 110-color 
chips. Special technical data is in- 
cluded on how to estimate gallonage, 
mixing, thinning, drying and a glos- 
sary of terms. 

For Details Circle 230 on INQUIRY CARD 


“KEY POLE” catalog describes 
uses of a floor-to-ceiling pole in a 
six-page brochure from Empire Dis- 
play Mfg. Co., Inc. Specifications, 
description and prices are included. 
Illustrations of sample displays which 
can be made with Key Poles and 
accessories are shown. 

For Details Circle 205 on INQUIRY CARD 


PRODUCT CATALOG from Borden 
Chemical Company lists more than 
1000 products of company. Included 
in catalog are specifications, end-uses 
and other data. Directory of 17 plant 
locations, sales and service centers, 
warehouse points and the eight over- 
seas manufacturing subsidiaries make 
the 36-page catalog complete. The 
directory is cross-indexed by product : 
name and end-use. - +. from airplane hangar door equipment to vanishing 
For Details Circle 224 on INQUIRY CARD i Z door hardware, R-W offérs literally hundreds of top- 
‘ Loe = quality standard and specialty hardware products. Some 
CATALOG SHEET describes and ; J you will want to stock because of their fast turn-over . . . 
gives ordering information on sliding : Pe others you will want to buy only on special customer 
door hangers. Acme Builders Hard- Ef ie requests. In either case, your R-W Hardware Catalog 
ware division of Acme Appliance ae offers you a complete line of “profit-plus” hardware 
Manufacturing Co. are the manufac- ies A & specialties ... items that could earn you many dollars 
turers of the new side mounting ey | of “added-profits” each year. 
hangers. x 


For Details Circle 225 on INQUIRY CARD | Z " Richards-Wi Icox 


SAFETY LIGHT CATALOG in- 
cludes flashers, hazard warning and MANUFACTURING 
portable lighting by R. E. Dietz. Us- Write today for your . pins 
age, maintenance tips and price sheet free copy of Catalog cate ae cee ee 


ph Saige put “gly No. A-400. 2323 W. Third Street 850 S. Van Ness Ave. 1160 Fairview No. 
are contained in 20-page catalog. Los Angeles 57, Calif. San Francisco 10, Calif. Seattle 9, Washington 


For Details Circle 208 on INQUIRY CARD Phone Dunkirk 8-6173 Phone Mission 8-6700 Phone Main 2-3650 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





PROFESSIONAL riding mower can 
quickly change from 26 inch rotary to 
30 inch reel. “Flex-N-Float” feature 
permits mower to flex and float up, 
down and sideways.—Ariens Company 
For Details Circle 127 on INQUIRY CARD 


SPRING-ACTION STARTER is easily 
wound*two or three turns and pressed 
with finger. No muscle needed. Button 
is pressed to release starter. Spinstart 
fits on top of engine.—Toro Manufac- 
turing Corp. 

For Details Circle 128 on INQUIRY CARD 


SEVEN HORSEPOWER riding trac- 
tor with single-pedal brake and clutch. 
Traction provided even when one 
wheel slips. Top speed of six mph.— 
Simplicity Manufacturing Co. 

For Details Circle 129 on INQUIRY CARD 
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TWIN 16 INCH BLADES are fea- 
tured in deluxe riding mower. Blade 
action can be stopped without stop- 
ping engine. Pushbutton cutting 
height adjustment and one pedal drive 
control included.—Quick Mfg., Inc. 
For Details Circle 131 on INQUIRY CARD 


INE HOLDER 


EXPENSIVE « ADJUSTABLE 


VINE HOLDER KIT has holders for 
six plants. Kit includes 30 vine hold- 
ers with strings plus six aluminum 
discs. Disc fastens to top of stake.— 
Tol-Mir Corporation 

For Details Circle 135 on INQUIRY CARD 


PICNIC JUG holds half gallon. De- 
signed for low price, volume selling. 
Jug finished in three colors. “No-drip” 
spout and fiberglass insulation are 
other features. — Hamilton-Skotch 
Corp. 

For Details Circle 133 on INQUIRY CARD 


TUBING CUTTER has retractable 
reamer and special flare-cut-off roll- 
ers. Flaring tool has slip-on yoke. 
Tapered cone rides on ball-bearing. 
Designed for tubing from 3/16 
through % inches.—Proto Tool Com- 
pany 

For Details Circle 120 on INQUIRY CARD 


STACKING SHELVES have perma- 
nent high luster. Made of rigid plas- 
tic. Each shelf is 1814 in. long x 9% 
in. wide x 11% in. high. Three colors 
available.—Republic Molding Corp. 
For Details Circle 125 on INQUIRY CARD 


RED FLAG springs up automatically 
when postman opens rural mailbox. 
“Mail-Call” device eliminates unneces- 
sary trips. Unit is simply reset for 
next delivery.—Grand-Jo Industries 
For Details Circle 136 on INQUIRY CARD 
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SPACE AGE TOY is called the 
“Space Trainer.” Can be used on or 
off stand. Child from 2 to 9 can roll 
forward or back safely. Toy spins on 
stand for extra thrills —Hopkins Mfg. 
Corporation 

For Details Circle 115 on INQUIRY CARD 


REPAIR CLAMP for water pipe 
leaks. Heavy duty Patchmaster pipe 
repair clamp for emergency or per- 
manent use. Repairs pipe %-8 inch 
and in four widths—Marman Div. 
Aeroquip Corp. 

For Details Circle 116 on INQUIRY CARD 


JAB SAW for cutting in tight places. 
Patented clamp holds blade in any 
position. Blade is rigid when extended 
six inches. Blade will reach 16 inches 
and can be flexed.—Dreier Brothers, 
Inc. 

For Details Circle 134 on INQUIRY CARD 
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TAPE TELLS number of plywood 
sheets in stack. Ply Measure White 
Clad rule is marked for 4 to % inch 
thick plywood sheets. Easy to read 
rule saves time. Blade is replaceable. 
—The Lufkin Rule Co. 

For Details Circle 137 on INQUIRY CARD 


LARGE LAWN AREA is covered 
with pop-up sprinkler 181 series. 
Rust-proof all-brass sprinkler has %%4 
inch inlet. Available in regular and 
oversize nozzles.—National Rainbird 
& Engineering Corp. 

For Details Circle 119 on INQUIRY CARD 


LIGHTWEIGHT ICE CHEST is large 
enough for family outing. Chest 
weighs 11% lb. Removable inside 
tray. Handy drain on end. Chest is 
lined with U. S. Royalite. Blue-green 
in color.—Igloo Corporation 

For Details Circle 121 on INQUIRY CARD 


SELF-LEVELING bath scale weighs 
anywhere. Counselor Champion scale 
has streamlined pickup handle. New 
design matches lower-price hamper 
set by same company. Large easy to 
read dial.—Brearley Company 

For Details Circle 126 on INQUIRY CARD 
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LEAFCOMB has 36 teeth in 36 inch 
head. Five foot hardwood handle is 
Fire Temp finished. Flat spring steel 
teeth makes raking easier. Rake 
stores out of way on wall.—The Wood 
Shovel & Tool Co. 

For Details Circle 99 on INQUIRY CARD 


INEXPENSIVE BROILER is compact 
and large enough for two T-bone 
steaks. Perforated aluminum rack has 
two side handles and is 12-inches in 
diameter and 5/8 in. deep.—Mirro 
Aluminum Company 

For Details Circle 124 on INQUIRY CARD 
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New VP at 
Union Fork 
& Hoe Co. 


William P. 
Gillespie 


Appointment of William P. Gilles- 
pie as vice president and director of 
sales has been announced by Stuart 
H. Lane, president of The Union Fork 
& Hoe Company, Columbus, Ohio. Gil- 
lespie will direct the marketing ac- 
tivities of the company and its 
subsidiary companies. An extensive 
expansion program is underway which 
includes new lines for home, farm 
and industrial uses. 

Gillespie was previously sales vice 
president of Fayette R. Plumb, Inc. 
Prior to that he was with Henry Dis- 
ston & Sons, Inc., for 19 years. 


Moto-Mower Has Credit Plan 
for Distributors 


Moto-Mower product sales are be- 
ing helped by a new credit plan that 
assists distributors in financing dealer 
stocks of power mowers and garden 
equipment. 

Dura Corporation, of which Moto- 
Mower, Inc., is a subsidiary, has set 
up a new credit subsidiary that en- 
ables a dealer to floor-plan a full line 
of equipment without capital invest- 
ment. 

In announcing the plan, J. Thomas 
Smith, president of Dura, said that 
dealers will now be able to merchan- 
dise products throughout the entire 
selling season in an aggressive man- 
ner, without recurring cash deadline 
crises. 


Gates Rubber Promotes Spencer 


DENVER, Colo. — Charles R. Spen- 
cer was named field sales manager 
of Gates Rubber Company. Spencer, 
who has been manager of distributor 
sales since 1957, will now be in charge 
of over 200 field representatives in 20 
districts in the U. S. He will report 
to Mark T. Gilkinson, manager of 
industrial sales. 
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Ames Names 
Western Sales 
Manager 


Former field representative, Jim 
Ross, has been named district sales 
manager for the tool division, West 
Coast area of O. Ames Co. Ross 
joined the West Virginia firm in 1958. 
Prior to his present work with Ames, 
Ross was field representative in the 
same general territory for Lawn Boy 
division of Outboard Marine Corp. 


Denver Gift Show Ready 


DENVER, Colo.—The 31st Denver 
Gift & Jewelry Show will open here 
at the Hotel Albany during the week 
of March 6-9. All available space for 
exhibits has been sold out completely. 

Sponsors of the show, Allied Ex- 
hibitors, Inc., expect the spring show 
to be the largest in attendance. H. 
Wes Johnson, president of Allied, 
stated that the Denver market has 
become more important with each 
show held, with more buyers attend- 
ing from farther distances. On Tues- 
day evening, March 7, the get-to- 
gether dinner dance will be held in 
the Hotel Albany’s Cathedral Room 
for buyers and exhibitors. 


Mirro Names Place 


Mirro Aluminum Company has ap- 
pointed James O. Place assistant sales 
manager of the syndicate sales de- 
partment. Place has been with the 
Manitowoc, Wis., firm since 1932. He 
was sales representative for the com- 
pany in California and Nevada from 
1948 through 1950. 


Union Carbide Names VP 


Appointment of J. F. Warnell as 
vice president—sales of Union Car- 
bide Consumer Products division of 
Union Carbide Corporation, has been 
announced. Warnell first joined the 
company in 1933. 


Lufkin Names 
Sales Rep 


Richard 
Morrison 


SAN FRANCISCO — Richard Mor- 
rison has been appointed a sales rep- 
resentative for The Lufkin Rule Com- 
pany, Saginaw, Mich. E. H. Meibeyer, 
vice president of the firm, stated that 
Morrison will be assigned to the San 
Francisco area. Prior to joining Luf- 
kin, Morrison was with C. W. Mar- 
wedel Company for 12 years. 


Fireplace Mfg's Elect 


At its January 14 Chicago meeting, 
the recently formed Institute of 
Fireplace Equipment Manufacturers 
elected officers. The newly elected 
president is R. B. Stone of Peerless 
Mfg., a division of Dover Corp., 
Louisville, Kentucky. 

Executive Director William E. 
Smith announced the approval by 
members of a plan for an industry- 
wide promotional program. The aim 
of the institute’s promotional program 
will be to increase sales of fireplace 
equipment through an informational 
program beamed at the consuming 
public and at those interested in the 
retail merchandising and sales of the 
industry’s products, Smith stated. 

Charter members of the institute 
from the West include Baker Fire- 
place Manufacturers, Los Angeles; 
Portland - Willamette Co., Portland; 
and Wilshire Mfg. Co., Los Angeles. 


Flambeau Buys Peerless 


Flambeau Plastics Corporation, Ba- 
raboo, Wisc., announced the purchase 
of Peerless Plastics, Milwaukee, re- 
cently. As a result of continuing ex- 
pansion, Harold Adams has been 
appointed director’ of sales of the 
Flamboware division. Adams was for- 
merly with Ecko Products Company 
and the Toastmaster division of Mc- 
Graw-Edison. 
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Penn Mower 
Appoints 
Sales Manager 


John S. 
Buckley 


Pennsylvania Power Mower divi- 
sion, American Chain & Cable Com- 
pany, Inc., has appointed John S. 
Buckley sales manager. Buckley suc- 
ceeds A. M. Tinker, who is retiring 
after more than 37 years of service 
with ACCO. 

Prior to joining the power mower 
manufacturer as assistant sales man- 
ager in 1959, Buckley was vice presi- 
dent of John H. Graham & Co. of 
New York. 


Bellue Joins Borden Chemical 


REDLANDS, Calif. — Appointment 
of George R. Bellue as sales repre- 
sentative of Borden Chemical Com- 
pany’s consumer products department 
has been announced by J. A. Wold, 
general manager. Bellue will be re- 
sponsible for sales in Southern Cali- 
fornia, Arizona and New Mexico. He 
will make his office in Redlands. 


Every Year... Thousands 
of Home Owners Buy 


A GENUINE 


Institute. 


Billings Hardware To Hold Show 


BILLINGS, Mont.—Billings Hard- 
ware Co. will hold its Sporting Goods- 
Outing-Lawn and Garden Show at 
the Shrine Auditorium here on April 
3 and 4. About 50 manufacturers will 
participate with displays for this 
dealer show. 

More than 100 dealers are expected 
to attend from Montana and Wyom- 
ing. According to Ralph R. Johnson, 
general manager, the show will not 
only be a selling show, but will offer 
retailers an excellent opportunity to 
view the 1960 lines and receive ex- 
pert information from men represent- 
ing some of the leading manufactur- 
ers in the industry. 


Rubberset Elects Talbot VP 


William F. Talbot has been ap- 
pointed director of sales and elected 
vice president of Rubberset Co., East 
Newark, N. J. He will head all sales, 
advertising and merchandising activi- 
ties of the company. 

Talbot re-joins Rubberset, which he 
left in 1956 to take the position of 
vice president for research of The 
Kerr Manufacturing Co. He was for- 
merly with Sun Chemical Corp. and 
Fine Chemicals. Talbot established 
and was first director of the now 
famous Stanford University Research 


Piumb Names 
Sales Manager 


Hubert 
Groves 


Fayette R. Plumb, Inc., has ap- 
pointed Hubert Groves as_ general 
sales manager. He will also act as 
sales manager for Plumb subsidiaries, 
Delta File Works, Inc., and Graham 
Rotary File & Tool Corporation. 

Groves has been with Plumb for 
18 years. He was formerly district 
sales manager in the Southwestern 
states. 


B & D Appoints Mooers SM 


The Black & Decker Mfg. Co., Tow- 
son, Md., announced the appointment 
of Malcolm D. Mooers to the newly- 
created post of general sales manager 
of the hardware division. Mooers will 
be responsible for the direction and 
supervision of all hardware division 
sales activities and personnel within 
the U. S. He has been with the firm 
since 1937. 

It was also announced at the same 
time that Lester C. Kaefer has been 
appointed sales manager for the Pa- 
cific region for Black & Decker. 





YANELEY 


en > an a eS 4 


Bedl-4in 


TOPS ‘EM ALL IN 


PROFITS...MERCHANDISING... 
CONSUMER ACCEPTANCE! 


ADVERTISED EVERY MONTH 


IN SUNSET MAGAZINE! 


re They Buying 
from YOU. yw? 


ALL EXTRUDED ALUMINUM SCREEN DOORS 


AND ALL-WEATHER CONVERTIBLE DOORS 


COMPLETE—PRE-DRILLED—READ TO INSTALL! 


DOUBLE REINFORCED CORNER SECTION! 


Model B-1 Screen Door 
Retail $29.95 


Model B-2 Screen Door 





Retail $39.95 
Model B-3 Convertible 
All-Weather Door 
Retail $49.95 


ADJUSTABLE HEIGHT AND WIDTH! 
PACKAGED ONE TO A CARTON! 
Manufactured by: 


YANCEY COMPANY, Aluminum Products Div. 
Sacramento, California 


SOLD ONLY THROUGH WHOLESALE JOBBERS! 
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Thor Names 
Branch Sales 
Manager 


George A. 
Gambee 
> 

DENVER, Colo.—Thor Power Tool 
Company announced that George A. 
Gambee has been appointed district 
sales manager of the Denver branch 
of the company. Gambee has an eight 
year background with Thor in the 
San Francisco branch. 

At the same time, it was announced 
that L. J. Hepworth will move from 
Salt Lake City to succeed Gambee in 
San Francisco. R. J. Horrocks will 
move from Denver to replace Hep- 
worth at Salt Lake City. 


S&Q Hold Spring Meet 


Regional Spring merchandising 
meetings have been scheduled for two 
Western cities during February for 
S&Q Hardware Stores. Janney, Sem- 
ple, Hill & Company has set February 
8 for the Portland meeting, and Feb- 
ruary 10 for the Denver one. New 
summer merchandise will be on dis- 
play at all meetings. Factory execu- 
tives will be on hand to explain the 
features of their lines. The major 
lines on display will be electric 
fans, fishing tackle, bicycles, sporting 
goods, barbecue, dinette sets and lawn 
furniture. 


Carborundum Names 
Westerners 


The Carborundum Company’s Bond- 
ed Abrasives division announced the 
following sales appointments in the 
West. J. H. Jones, formerly coated 
salesman in the San Diego-Arizona 
territory, has been named salesman in 
a new Arizona general territory. Re- 
placing E. A. Japely, who has been 
promoted to district sales manager in 
Chicago, is G. S. Schroyer who han- 
dles sales in the Salt Lake City ter- 
ritory. 


G.E. Names Western Manager 


LOS ANGELES — John T. Casey, 
Jr., has been appointed manager of 
the Western sales region for General 
Electric Company’s automatic blanket 
and fan department. Casey was for- 
merly a regional sales manager for 
the clock and timer department. His 
offices will be at 2804 Beverly Blvd., 
Los Angeles. 


Whirlpool Promotes Frobel 


William C. Frobel has been pro- 
moted to sales supervisor, air condi- 
tioning division of Whirlpool Corp., 
St. Joseph, Mich. He was formerly 
sales administration manager of the 
division. Frobel joined the company 
in 1948. 
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Coast-to-Coast 
Names 
Executives 


Russell D. 
Lippitt 


PORTLAND—Among the four ex- 
ecutives of the Central Organization 
of Coast-to-Coast Stores who have 
been appointed vice-presidents is Rus- 
sell D. Lippitt, general manager of 
the West Coast division here. Other 
new vice-presidents are York Lang- 
ton, who will be vice-president in 
charge of trade extension; Adolph 
Link, vice-president in charge of the 
company’s financial division; and Irv 
Rose, vice-president in charge of ad- 
vertising and sales promotion. The 
last three will headquarter in Min- 
neapolis. 

At the same time Maurice L. 
Melamed, the company’s secretary- 
treasurer, announced the purchase of 
the former 280,000-square-foot Mar- 
shall Wells warehouse in Portland. In 
making the announcement he said, 
“We are just ending our first full 
year’s operation of our West Coast 
Division with the 167 stores being 
served out of Portland. So gratified 
are we at the progress we and the 
stores in this division have made, that 
we took the opportunity to buy the 
former Marshall Wells warehouse. 
This seven-floor warehouse is one of 
the best facilities available to us in 
the Pacific Northwest.” 


McKinney Promotes Roach 


William P. Roach, Jr., was named 
to the newly-created post of field 
sales manager for McKinney Manu- 
facturing Company, Pittsburgh, Pa. 
According to W. R. Julius, Jr., vice 
president sales, Roach’s new duties 
will include overall supervision of the 
field sales force, preparation of sales 
forecasts and selection of sales per- 
sonnel. 

Prior to his appointment, Roach 
was Eastern regional sales manager. 
He joined McKinney in 1954. 


Gilson Appoints Ries 


Tom Ries has been appointed as- 
sistant sales manager for Gilson 
Brothers Company, Plymouth, Wis. 
Ries was previously with Clinton En- 
gines Corp. as field sales engineer. 


ASP Promotes Trolinger 


American Screen Products Com- 
pany, Chatsworth, IIl., has announced 
the appointment of Tom Trolinger as 
manager of brand products sales. 
Trolinger was previously assistant 
sales manager. 


Roberts Co. 
Names Sales 
Manager 


Robert 
Fuller 


LOS ANGELES — Appointment of 
Robert Fuller to the position of sales 
manager has been announced by 
Lowell Johnson, vice president in 
charge of sales for the Roberts Co. 

Fuller first joined the company in 
1952. He rejoined the firm in 1959 
after serving with Lack Carpet Com- 
pany, Inc., New York City as sales 
representative. His most recent as- 
signment with Roberts was field rep- 
resentative for the New England 
area. Fuller will make his headquar- 
ters at the company’s general offices 
in City of Industry, Los Angeles. 


Maytag West Coast Names 
President & Treasurer 


LOS ANGELES — Raymond V. 
Hahn, Jr., has been named president 
of The Maytag West Coast Company 
and James W. Jensen was elected 
treasurer. The announcement came 
after action by the firm’s board of 
directors. 

Hahn succeeds his father, Raymond 
V. Hahn, Sr., who retired on January 
19. Jensen replaces Andrew F. Carty, 
also retiring under provisions of the 
company’s retirement program. Both 
men are 65. 

The Maytag West Coast Company 
distributes Maytag appliances in 
California and western Nevada. The 
firm is a subsidiary of The Maytag 
Company, Newton, Iowa. Hahn senior 
has been associated with the com- 
pany since 1928. He became presi- 
dent a year ago. 

The new president has been vice 
president and general sales manager. 
He joined the firm in 1946 as a re- 
gional sales manager. 


Executive Changes at Best 


OAKLAND, Calif.—Lowell W. 
Berry, president of Best Fertilizers, 
announced re-organization of the Best 
Lawn and Garden division. The divi- 
sion has been expanded to include a 
full line of lawn and garden insecti- 
cides. 

Personnel changes within the divi- 
sion were also announced. Jack 
O’Connor, assistant manager of the 
division will report directly to David 
M. Sansome, divisional vice-president. 
District sales manager for the Bay 
and Coastal areas is Clayton Church. 
The Central Valley area sales man- 
ager is John Thornley of Sacramento. 
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Two Western Stores Are 
Brand Names Finalists 


Brand Names Foundation, Inc., has 
announced that in the hardware- 
housewares classification that two 
Western stores have been chosen to 
compete in the finals out of a total of 
20 hardware stores nationally. 

The two stores are Acme Hardware 
Co., Medford, Oregon and Churchill 
& Cassou, Escondido, Calif. 

In this classification the first-place 
plaque and four “Certificates of Dis- 
tinction” will be awarded on May 6 at 
the Waldorf Hotel in New York. To 
achieve this recognition each contes- 
tant must submit full exhibit books 
covering their 1959 brand advertising, 
sales training and promotional activi- 
ties. 


Bissell Expands in West 


Expansion of its sales organization 
to service increased demand for its 
products was announced recently by 
Bissell, Inc. William B. Rose, vice 
president in charge of marketing, said 
the company is expanding its sales 
force by establishing regional, terri- 
tory and district sales areas. 

Under the new plan, Richard Smart 
will be Western regional sales man- 
ager. District manager for Los An- 
geles is Glen Wilcox. Howard Rug- 
gles is district manager for the San 
Francisco area. 


Rawiplug Names Sales Execs. 


Norman C. Macdonald has been ap- 
pointed sales manager of The Rawl- 
plug Company, Inc. The announce- 
ment came from company president 
Frederic B. Powers who also an- 
nounced that James E. Burke was 
named assistant sales manager. 

Macdonald has been a sales execu- 
tive with the company since 1955. 
Burke joined the company in 1959 
from an advertising agency. 


Stanley Promotes Molchan 


Theodore Molchan, formerly a sales 
representative for Stanley Tools, di- 
vision of The Stanley Works, in Los 
Angeles, has been appointed sales 
manager of The Stanley Tool Com- 
pany of Canada, Limited. Molchan 
will head the new sales offices which 
have been moved from Montreal to 
the Canadian factory site at Roxton 
Pond, Quebec. 


Varney Names Sales Manager 


Varney Scale Models, Inc., Miami, 
Fla., announced recently the appoint- 
ment of Albert L. Price as national 
sales manager. Price will work di- 
rectly with distributors in a sales de- 
velopment program for Varney’s 
train sets, loco kits, car kits and HO 
model railroad parts. 
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TOOL © HANDLES 


offer 


Selling Advantages 


that mean more 
Turnover and Profit 


1. Priced to move fast with full profit 
margin for you. 


2. Manufactured to give user satis- 
faction. Made of finest second 
growth hickory. 


3. Clearly labeled for quick identi- 
fication by pattern number, name 
and weight tool they fit. 


' 


4. Sales helps to assure that quick 
turnover every aggressive 
dealer demands. Write for free 
copy of handy wall chart C 
illustrated at left. This wall 
chart simplifies selecting 
proper handle for specific tools. 


Send for 
Catalog B 


Sequatchie Handle Works 


Sequatchie, Tenn. 
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Allen Appoints Rowell 


William H. Rowell has been named 
general sales manager for S. L. Allen 
& Co., Inc. Rowell takes over from 
Walter H. Kleinhenn who recently 
observed his 50th anniversary with 
the company. Kleinhenn will continue 
on as secretary. Rowell was formerly 
with Dresser Industries of Dallas, 
Texas. Allen Co. manufactures Flex- 
ible Flyer sleds and Planet Jr. hand 
and power garden equipment. 


Huffman Elected BIA Head 


Horace M. Huffman, Jr., was elected 
president of the Bicycle Institute of 
America at its 42nd annual conven- 
tion, January 18-22, at the Boca Ra- 
ton Club, Florida. Huffman is presi- 
dent of the Huffman Manufacturing 
Company, Dayton, Ohio. He succeeds 
N. R. Clarke who served as head of 
the B.I.A. for the past three years. 

Huffman’s father served as presi- 
dent of the organization in 1920. 
Huffman, Jr., has been head of his 
company since 1942. 





Sandvik Saws serve the world! 


Traditional Swedish Craftsmanship 


. is built into every fine Sandvik hand 
saw. Blade of Sandvik Swedish Steel, 
recognized the world over for its excep- 
tional cutting qualities. 





OTHER PRODUCTS 
SANDVIK OFFERS 


BUCK SAWS 
FILES 
CHISELS 
PLIERS 
SCYTHES 





--. all made 
from the finest 
Swedish Steel! 








Recommend, stock and display Sandvik 
hand saws, because when you offer Sand- 
vik you are offering the best. 


Sandvik street inc. 


Saw & Tool Division 


1702 NEVINS ROAD, FAIR LAWN, Nw. 
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HARDWARE SHOW QUEEN 


MISS HARDWARE—1960 is being 
crowned by Krueger Jacobsen, secre- 
tary of California Retail Hardware 
Association at the luncheon on Janu- 
ary 21 for the exhibitors of the West- 
ern States Hardware Show. A group 
of five judges from the 70-some ex- 
hibitors selected Janice Lickteig of 
San Francisco to be the Show Queen. 
She will be present during the three- 
day run of the show—February 14-16. 
The San Francisco show will run con- 
secutively with the annual convention 
of the California Retail Hardware 
Association. 


Borden to Build Plant 


FREMONT, Calif—Purchase of 
land to be used as the construction 
site for its recently announced 90- 
million pound per year resins and for- 
maldehyde plant has been announced 
by The Borden Chemical Company. 
The Fremont land purchase arrange- 
ments include a total of 26.8 acres. 

The new Borden Chemical property 
is situated 35 miles from San Fran- 
cisco. Formal ground-breaking cere- 
monies were held January 27 by E. J. 
Sullivan, executive vice president, 
R. T. Hanson, general manager, West 
Coast operations, and F. W. Linehan, 
Western sales manager of the com- 
pany. The new plant will be Borden’s 
fifth on the West Coast. Other plants 
are located at Seattle; Kent, Wash.; 
Springfield, Ore.; Compton, Cal. West 
Coast headquarters is at Seattle. 


Bright Star Names Bishop 

The appointment of Charles F. 
Bishop as general sales manager of 
Bright Star Industries was announced 
recently. He was formerly general 
manager of Public Attitude Corpora- 
tion, New York City. 
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FREE LITERATURE 


(Continued from Page 49) 





To receive any of this printed matter, 
circle number on inquiry card on 
page 52 


“POWER SHOP” CATALOG from 
DeWalt division of American Ma- 
chine & Foundry Company is six-page 
colorful description of versatile power 
tool. Room is provided on back cover 
for imprint. 

For Details Circle 226 on INQUIRY CARD 


UNITRACK BULLETIN for pre- 
hung door components and _ prefab- 
ricated sliding doors. The “UniTrack” 
line by American Screen Products in- 
cludes the Har-Vey hardware for 
doors. 

For Details Circle 216 on INQUIRY CARD 


“THINK SAFETY” posters pub- 
lished by Automatic Transportation 
Company are designed to emphasize 
the importance of safe driving prac- 
tices by fork truck operators. There 
are 16 posters 11 by 17 inches. 

For Details Circle 217 on INQUIRY CARD 


WALL BASE LEAFLET explains 
how to install Kencove vinyl. Color 
photos of typical installations and 
easy to follow instructions with illus- 
trations for homeowners from Ken- 
tile, Inc. 

For Details C’rcle 223 on INQUIRY CARD 


ORNAMENTAL WROUGHT IRON 
BULLETIN describes how to plan, 
order and install Easyfit Railing for 
do-it-yourself customers. Four-page 
bulletin graphically illustrates de- 
signs that are available in both rail- 
ing and columns for inside and outside 
use. 

For Details Circle 222 on INQUIRY CARD 





The wife says to get a smaller mesh. 
The neighbor's dog just had pups. 


FEBRUARY 1960 


“WALL MASTER,” for converting 
floor areas into mobile wall sections 
and free standing displays is des- 
cribed in catalog from Reflector Hard- 
ware Corporation. It has 20-giant 11 
x 16 inch pages. Entire line of floor 
to ceiling structural systems for dis- 
play of merchandise is illustrated in 
two-colors. 

For Details Circle 209 on INQUIRY CARD 


PLASTIC-SURFACED HARD- 
BOARD CATALOG illustrates and 
describes the entire line of Marlite 
paneling. Included in the full color 





THERE IS NO OTHER 
DOOR CLOSER LIKE THIS 


illustrations are paneled homes, com- 
mercial and institutional interiors. 
Catalog is released by Marsh Wal 
Products, Inc. 

For Details Circle 231 on INQUIRY CARD 


CATALOG SHEET with retail 
prices and wholesale price list cover- 
ing Ram Tool Corporation’s 1960 
power tools. Catalog sheet gives il- 
lustrations and descriptions of vari- 
ous power tools. Included with whole- 
sale price list are selection of eight 
advertising mats which can be or- 
dered from company. 

For Details Circle 234 on INQUIRY CARD 


ILLINOIS 
GLIDRAULIC 

















IT IS FILLED WITH 
HYDRAULIC FLUID... 
not air! Sealed for a lifetime. 


NEVER A BOUNCE... 
NO HEEL CATCHING... 
always a gliding close. 


MORE POWER 
AGAINST THE WIND... 
No slam! No bang! 




















oF 4 




















POSITIVE DOUBLE 
LATCHING POWER... 
Pulls door tight! 


NEVER REQUIRES 
ADJUSTMENTS... 
anywhere, anytime. 


HEAVIER ROD 
FASTENS TO DOOR... 
better pulling power 











& 























ALL STEEL HEAVY 
DUTY PARTS... 
with Baked Enamel Finish. 


SAME CLOSING ACTION 
AS IN COMMERCIAL. 
Expensive closers. 


15 YEAR GUARANTEE 
1S CALLBACK INSURANCE.. 


a 





Model 15 Specially designed 


FOR JALOUSIE AND 
HOLLYWOOD DOORS 


retail $595 e 
Write now for catalog and specifications 


ILLINOIS LOCK CoO. 


1%" to 1%" thick 


THE 


800 So. Ada Street 


NEW! 


GLIDRAULIC MODEL 20 
designed for interior doors in 
offices, homes, schools, etc. 
Similar to Model 15 


retail $795 


Chicago 7, Illinois 


Manufacturers of Cabinet Locks, Padlocks and Glidraulic Closers 
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SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast 

selling sizes and styles. Attractive 14” 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Available from open stock. 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed. 
Open stock Eye Bolts in 8 thread sizes. 





U-BOLTS 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
metal display panel in 3 colors. Unit 
packed. Also available from open stock. 


Tienbackts, Iu. 


bed EYE Bours 





LAG THREAD 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock. 


ORDER FROM YOUR WHOLESALER 


“ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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NEWS 





Cassatt Joins Regina 


R. E. Cassatt has joined The Re- 
gina Corporation as vice president 
and director of marketing. The com- 
pany is a manufacturer of floor pol- 
ishers and vacuum cleaners. Cassatt 
was formerly general sales manager 
of packaged products for the York 
division of Borg-Warner Corp. 


Chapple Joins Shelby 


Robert J. Chapple has been ap- 
pointed field sales manager of The 
Shelby Spring Hinge Company, 
Shelby, Ohio. Chapple will work 
closely with representatives and 
agents of the Ohio company in devel- 
oping a progressive national sales 
program. 


Turner Appoints Stark 


Turner Corporation, Sycamore, III., 
announced the appointment of Monroe 
L. Stark as sales manager of the 
company. Stark has been with the 
firm since 1942. His most recent po- 
sition was assistant sales manager. 
Turner manufactures propane torches 
and accessories. 


SF Firm Receives Award 


PRESENTATION OF PLAQUE sym- 
bolizing membership in the exclusive 
Cosco Century Club for Dunham, 
Carrigan & Hayden Co. took place in 
Chicago recently. Clarence Hamilton 
of Hamilton-Cosco Company pre- 
sented the plaque to James E. Skelly 
(above, right), merchandising man- 
ager of the San Francisce wholesale 
firm. Cosco Century Club membership 
represents sales of Cosco merchan- 
dise in excess of $100,000. 


Western Hardware Co. Makes Executive Changes 


Clarence Swanson Elmer Pearson 


PHOENIX, Ariz.—Western Hard- 
ware Company’s president, Arnold E. 
Poole, announced recent personnel 
changes which resulted in a new man- 
agement team for the dealer-owned 
wholesale hardware company here. 

Two separate positions have been 
made from the former single post of 
sales and merchandise manager. Don- 
ald B. Sibel has been named to the 
sales position with the new title of 
manager of mail selling. This posi- 
tion includes all responsibility of ac- 
tivities related to sales and services 
to retail stores. Sibel will continue to 
carry out his duties of supervision of 
printing and distribution of the illus- 
trated price book and catalogs to 
member-dealers. 

The newly-created position of mer- 
chandise director goes to Clarence W. 
Swanson. He will be responsible for 
all purchasing and merchandise selec- 


Arnold Poole Donald Sibel 


tions for the company. Swanson was 
formerly assistant to the merchandis- 
ing manager. 

Elmer Pearson has been named 
warehouse operations manager. He 
will be in charge of all warehousing 
activities and personnel. 

Arnold Poole remains president and 
general manager of the firm. His re- 
sponsibilities as buyer for housewares 
and other merchandise will now be 
taken over by Swanson. 

Poole organized the company in 
1955 with nine member stores. At the 
present time more than _ 70-retail 
hardware stores and lumber dealers 
in Arizona, Nevada and New Mexico 
are represented. Sales in 1959 were 
reported to be 25 per cent ahead of 
the previous year. Poole stated that 
an even greater expansion in sales 
and dealer organization is predicted 
for this year. 
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ARSHALLTOWN 
TROWELS | 
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Big Parade of } = Y 
/ UMBO VALUES’ \ menos *~ w ae 
' re 4 q he in SALES 
save $7800 \ | VON\WVAVA >< in PRICE 


Frame Ensemble with 
Scalloped Top 


{ i. A NEW line made by a 


pioneer in the spray 


\ 9 + products field 
$60. 00 LIST AY! ‘ 


@ New controlled directional spray 
valve—improved in performance 
throughout. 


@ ALL POPULAR  ENAMELS 
including METALLICS, 
CRYSTAL CLEAR PLASTIC, 

also LACQUERS, etc. 

WAGON 


. ; @ GIANT 16 oz. can. 
WITH “4 d r 


\ ; ' @ Unlimited use — sell it 
a) ) ROLLAWAY HOOD y for HOME, SHOP 
Ba gh// . 


ae | FARM, INDUSTRY 
\ $42.95 LIST as i > SUPERIOR 
: : | Representatives QUALITY ATA 
— Wanted in Some x COMPETITIVE 
Vas ; ie | Territories. . PRICE! 
WRITE TODAY FOR FULL INFORMATION—DEPT. WORLD 


8 
champion BRONZE POWDER & PAINT CO., Inc 
2101-21 North Elston Ave., Chicago 14, Ill. 








WRITE FOR NEW CATALOGS ON 
BARBECUES AND FIREPLACE FURNISHINGS | 


WILSHIRE MFG. CO. 


| ABBS San Fernando Ru. West + Los Angeles 39, Calif, _ 
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FOR over @O vears RATIONALLY AGVERTISED 
PROFIT-MINDED DEALERS | @AiMUM eS 
HAVE STOCKED GENUINE Screw this aluminum head on hose. 


DARDEVLES. e cr hagilay “oR ey ooo 


No wash — no waste — never clogs. 








ee ne an to Sent nae merinp geet. 
Now IN O@ BASIC | : 5 Baffles inside give perfect performance. 
a, SIZES WITH 24 TRADE DISCOUNTS NEW PRICE LIST 
PATTERNS + FINISHES Bogor van | INCREASED NEW SALES AIDS 


U.S. Pat. No. 2420058 
REPRESENTATIVES THROUGHOUT U.S. AND CANADA « WRITE 


LOU J. EPPINGER MFG. CO. || trai mee Murfgrass <b 
1757 PURITAN AVE., DEPT. H-2, DETROIT 3, MICHIGAN | 4961 E. 22nd ST. » TUCSON, ARIZ. 
For Details Circle 38 on INQUIRY CARD For Details Circle 39 on INQUIRY CARD 
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TIME FOR... 
SPRINGTIME IS GIFTTIME PROMOTION 


WHAT IS IT? This third annual promotion is 
called “Springtime is Gifttime.” It incorporates 
seven (7) gift-giving events into one big gift- 
selling promotion. 

The events are Mother’s Day, Brides’ Showers, 
Bridegrooms’ Stag Showers, Weddings, Wedding 
Anniversaries, Graduations, and Father’s Day. 


WHY USE IT? These seven events cover the 
biggest gift-giving period outside of Christmas. 
Most of the merchandise that can be sold as gifts 
for any of these events comes under the classi- 
fication of quality. 

HOW TO USE IT. First, order the Merchandis- 
ing Kit. It includes 10 hanging posters and four 
newspaper mats for $3. 

The hanging posters can be placed on wires 
hung across the store and attached to back- 
grounds in windows. If you can use more than 
the 10 included in the kit, you can get more at 
15 cents each. Order enough to make a good 
impression in your store. 

Plan your entire advertising campaign in ad- 
vance. Use the mats in all of your gift ads. Al- 
though these mats were designed primarily for 
newspaper ads, they can also be used in direct- 
mail pieces to supplement your newspaper adver- 


NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 


Same high quality patching cement in a handy 
plostic squeeze bottle that eliminates messy paddies, 
brushes, and waste. Easy to apply . . . Tehr-Greeze 
patches and repairs any material it can penetrate. 
Thousands of uses. Sold by leading jobbers and 
dealers everywhere. Comes in 2 02., 6 oz. and I6 


oz. plastic bottles. Also packed 
from 2 oz. to | gallon in glass. 
Write for prices and literature. 
i Come in attractive 3-color 

counter display carton. 

(12 to a package) 
VAL-A COMPANY 

700 W. ROOT ST. CHICAGO 9, ILL. YA-7-9442 
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tising. The mats are made for a minimum of 
three-column ads and can be used for larger ads. 
If you use as much space as a half page or full 
page you can use several of the mats in the one ad. 

This promotion was originally designed by 
HARDWARE WORLD to give independent retail hard- 
ware stores greater prestige as the place to buy 
quality gifts. 





HOW TO ORDER YOUR 
MERCHANDISE KIT 


It’s easy. Just circle 299 on the inquiry card 
facing page 52 and drop it into the mail box 
today. No postage required. If you want ad- 
ditional copies of the hanging posters, put 
down the amount desired after the word 
“Remarks.” You will be billed for the kits 
after they are mailed to you. 

If you prefer, mail a check for total amount 
to: 

HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3 





TE EA 


Slaymaker offers * 
FREE RACK 


to display locks in 


SELES 


See-Packed Locks Outsell Others as Much as 5 to 1 
Whether you use the free wire rack or display the é 
locks on pegboard, counter or bin, you'll enjoy the 
extra profit you make with Slaymaker padlocks in 
the dramatic See-Pack. Ask your jobber, or write . 
SLAYMAKER LOCK CO. « LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 
eT LT tot t tt tt tT hh lk 
For Details Circle 41 on INQUIRY CARD 


Protect GounseL! 


wins # 7 
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SCREW ANCHORS and JACK NUTS 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Feb. 14-16 WESTERN STATES HARDWARE - HOUSEWARES 
SHOW and CALIFORNIA RETAIL HARDWARE ASSN. 
CONVENTION, Brooks Hall, Civie Center, San Francisco. 
(Krueger Jacobsen, 122 9th St., San Francisco.) 


PORTLAND GIFT SHOW, Public Auditorium & Plaza & 
Benson Hotels, Portland. (Kay Leber, WMEA, 1355 Mar- 
ket St., San Francisco.) 


NORTHERN WHOLESALE HARDWARE CO. CON- 
VENTION AND SHOW, 805 N. W. Glisan St., Portland 
8, Ore. 


PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSN. CONVENTION, Benson Hotel, Portland. (Mal- 
colm Smith, 210 Empire State Bldg., Spokane, Wash.) 


WEST COAST HARDWARE AND HOUSEWARES 
SHOW of Pacific Southwest Hardware Association, Great 
Western Exhibit Center, Los Angeles. (Pacific Southwest 
Hardware Assn., Otto Grigg, 1519 South Garfield, Los 
Angeles 22.) 


SEATTLE GIFT SHOW, Armory, Olympic and New 
Washington Hotels and Terminal Sales Building, Seattle. 
(Kay Leber, WMEA, 1355 Market St., San Francisco.) 


ALLIED GIFT & JEWELRY SPRING SHOW, Hotel 
Adolphus, Dallas, Texas. (Allied Exhibitors, Inc., 3832 
Wilshire Blvd., Los Angeles 5.) 


March 6-9 DENVER GIFT & JEWELRY SPRING SHOW, Hotel 
Albany, Denver, Colo. (Allied Exhibitors, Inc., 3832 Wil- 
shire Blvd., Los Angeles 5, Calif.) 


March 7-16 AMERICAN TOY FAIR, 57th, New Yorker and Sheraton- 
Atlantic Hotels, New York, N. Y. (Toy Manufacturers of 
the USA, Inc., 200 Fifth Ave., New York. 


NATIONAL TOY SHOW, Morrison Hotel, Chicago, IIl. 
(Jules Karel & Associates, 8 South Dearborn St., Chicago, 
Til.) 


SOUTHERN HARDWARE CONVENTION OF THE 
AMERICAN MANUFACTURERS ASSOCIATION, Hotel 
Roosevelt, New Orleans, La. (Arthur L. Faubel, 342 Madi- 
son Ave., New York 17, N. Y.) 


13-17 SOUTHERN WHOLESALE HARDWARE CONVEN- 
TION, Hotel Roosevelt, New Orleans, La. (Ralph E. 
Kirby, secretary, Southern Wholesale Hardware Associa- 
tion, 806 Peachtree St., N. E. Atlanta 8, Ga.) 


SALES PROMOTION DIVISION MID-YEAR CONVEN- 
TION, National Retail Merchants Association, Paradise 
Inn, Phoenix, Ariz. (NRMA, Stephen K. Small, 100 West 
31st St., New York 1, N. Y.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 
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2-WAY SPRINKLER 


SUB-SURFACE 
IRRIGATOR 


: for PRECISION 


SPRINKLING 


in an 
actual square 
on the surface 


PRECISION 
IRRIGATION 


of roots 
below the 
surface 





Nothing was ever 
so easy to use— so easy 
to sell! Two-way water- 
ing gets both surface 
area and roots. Patented 
SQUARESPRAY head 
sprinkles in exact square 
patterns from 2x2 to 

35 x 35 feet. 


WATERSPIKE 

irrigates with- 
out run-off or puddling. 
Saves water, time and 
labor for your customers. 
Builds profits for you. 


List Price *4.90 


Other Proen products 
include: SQUARESPRAY 
sprinkler — List Price 
$2.95... WATERFEEDER fer- 
tilizer applicator—Mod- 
els range from $1.99 to 
$11.95 each... WATERFEED 
cartridge type fertilizer 
— $1.00 per box of 20 
WATERFEED cartridges; 
also in ECONOMY BULK 
PACK ... PLANT-CHEM, 
the perfect potted plant 
food to use with or with- 
out soil. Two formulae 
for regular or acid loving 
plants—50¢ and $1 sizes. 


PROEN PRODUCTS CO. 


9th & Grayson 
Berkeley 10, California 


contributions to finer gardening 
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IN MEMORIAM 





ERRETT M. GRABLE 


Errett M. Grable, 70, retired presi- 
dent of Wear-Ever Aluminum, Inc., 
died suddenly at his home in Pitts- 
burgh, Pa. Grable was president of 
the firm from 1942 until 1954. He was 
elected president of Wear-Ever In- 
ternational, Inc., in 1954 and resigned 
this post in 1958. He was chairman 
of the board of Rubbermaid, Inc., at 
the time of his death. 

Grable joined Wear-Ever as a spe- 
cialties distributor in 1909. He served 
in several supervisory capacities be- 
fore being elected vice president in 
charge of sales in 1933. He was an 
active member in civic and community 
affairs including church, theater and 
social service groups. 








J. MOWELL HAWKINS 


J. Mowell Hawkins, 82, associated 
with Winchester-Western division of 
Olin Mathieson Chemical Corporation 
for nearly 45-years, died Dec. 7, 1959 
in Sarasota, Fla. 

Hawkins joined Winchester in 1902. 
He was salesman and district man- 
ager for 26 years. In 1938, he was 
transferred to the company’s head- 
quarters in New Haven, Conn. to take 
charge of shooting promotion and 
manage the famous husband and wife 
exhibition shooting team of Ad and 
Elizabeth Topperwein. Hawkins was 
a well-known shotgun shooter. He 
was one of the first to break 100- 
targets in succession. He once hit 
528 targets straight. 


Hawkins is survived by his widow, 
NEW KLEIN TOOL POUCH Ellen Whelan Hawkins. 
HOWARD S. BRAY 


SEATTLE—Howard Stephen Bray, 


CHECK THESE NEW FEATURES 69, a local hardware store operator, 
No. 5141 with knife snap died here after a brief illness. 


Molded in one-piece polyvinyl chloride. $ 15 Bray operated the Airport Hard- 
List Price 3 








Strong, tougher than the finest leather. ware firm with his brother, Stanley 

Unaffected by extremes in temperature, R. Bray, from 1942 until 1952. He 

remains pliable even in coldest weather. : then operated Howie’s Hardware at 

Th 1 k Geen gries UO08 8821 Renton Ave. He was a member 
ree plier pockets, two screw driver ow 

pockets, and a utility pocket for wrenches, ; . of the Seattle Hardware Association 

skinning knives, other equipment. es SRC een Rain ene and the North Coast Hardware Asso- 


, ns ° ° ciation. 
Here is a new electrician’s pouch at an List Price $ ? 75 Surviving are his widow, Meta 
amazing low price. One-piece construc- Jahde Bray, son and daughter. 
tion, hence no stitches or rivets to break Dealer price $1.83 


out. Polyvinyl chloride is unaffected by MRS. W. H. BOHNENKAMP 

water, oil or grease and requires no main- Order today from your sepplier. Avall- LA GRANDE, Wash.—Mrs. W. H 
tenance. Drainage holes in all pockets able with or without knife snap. Size, Bohnenkamp, Sr., died here after 
prevent water collection. 8” wide x 10” high. many years of poor health. Mrs. 
Bohnenkamp was the co-founder with 


ti 33 DISTRIBUTED THROUGH JOBBERS her late husband of the hardware and 
Foreign Distributor: International Standard Electric Corp., New York furniture store which bears their 


name. Bohnenkamp’s is the second- 

— & Sons oldest business establishment in La 
, Grande. 

Surviving are her three sons, Hal, 


a McCORMICK ROAD + CHICAGO 45, ILLINOIS Chase and Lynne Bohnenkamp, who 


operate the store. 
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TRAVELER’S COOKSTOVE uses al- 
cohol. One- or two-burner stove has 
pot rail which is adjustable. Brass 
and steel constructed. Silent operat- 
ing type burner.—Rexo-Therm Sie- 
vert Sales Company 

For Details Circle 254 on INQUIRY CARD 


KARTING ENGINES for Class A, B 
or C competition. Kart racing en- 
gines “580” series are full 5.8 cubic 
inch displacement. Series “700” for 
Class B and C racing.—West Bend 
Aluminum Co. 

For Details Circle 117 on INQUIRY CARD 
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EASY TO PACK TENT is nine x nine 
ft. Traveler umbrella tent. Corner 
poles leave floor area clear. Nylon 
screen door and windows. Tent center 
is seven feet high.—H. Wenzel Tent 
& Duck Co. 

For Details Circle 251 on INQUIRY CARD 


PORTABLE EXTINGUISHER uses 
2% lb. of pressurized dry chemical. 
Pressure gage tells when recharging 
is necessary. U. L. and Coast Guard 
approved.—Walter Kidde & Company, 
Inc. 
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BATTING HELMET is high impact 
Cycolac plastic. Six point nylon web 
suspension prevents head from con- 
tacting helmet itself. Temples, ears 
and cheeks are well-protected. — 
Draper-Maynard Co. 

For Details Circle 253 on INQUIRY CARD 


FISH EYES are delicacy for fish, say 
some experts. Results of tests show 
the “Eye” is highly effective for bass, 


pan fish and trout. Weedless lure 
comes in three sizes.—Fred Arbogast 
Company, Inc. 
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Suggested 
| Retail 
4, $2.49 


INDOOR-OUTDOOR HOME BELL 
Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 





Suggested 
Retail 
$4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
+. @ big seller everywhere, anytime. 


* Complete Line 
* High Profit 
* Big Volume 
Display packaged, full price range, 
on all year ‘round sellers. Perfect for 


a hundred uses at home or away 
...@ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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Lyman 
Names 
Western 
Rep Firms 


wa 


Two Western representative firms 
have been appointed by Lyman Gun 
Sight Corporation to handle the full 
Lyman line. 

According to Charles E. Lyman, III, 
vice president and sales manager of 
the company, the Northwest rep firm 
of Gillard-Sneyd-Chase Company will 
cover Alaska, Washington, Montana, 
Wyoming, Oregon, Idaho and the four 
Western Provinces of Canada. The 
firm was founded in 1957. Company 
offices are located in Seattle, Spokane 
and Portland. 

Machon-Keay & Company of San 
Francisco was also selected by Lyman 
as their representatives in California, 
Nevada, Utah, Colorado, New Mexico, 
Arizona, Hawaii and El Paso, Tex. 
The firm has offices in San Francisco, 


Jim Gillard» 


Gillard-Sneyd-Chase Co. of Seattle 


Don Sneyd Bill Chase 


Machon-Keay Co. of SF 


Dick Machon Bill Keay 
Salt Lake City and Los Angeles. Ly- 
man added in the announcement that 
though the rep firm was founded in 
1959, both principals have long ex- 
perience as representatives in hunt- 
ing, fishing and allied lines. 





National Wildlife Week 
March 20-26 


The 1960 observance of National 
Wildlife Week will feature the theme 
of water conservation. Slogan for the 
Week is: “Water—Key to Your Sur- 
vival.” 

Plans for the National Wildlife 
Week, March 20-26, are well under 
way. Sponsorship is under the Na- 
tional Wildlife Federation and its af- 
filiates in every state. Walt Disney, 
well-known movie personality, again 
will serve as honorary chairman for 
the fifth consecutive year. More than 
two million individuals interested in 
conservation of the nation’s natural 
resources will be working on the proj- 
ect. On the local level, educational 
programs in the form of talks, exhib- 
its, demonstrations, newspaper, radio- 
TV interviews will alert the public to 
water conservation. Appropriate proc- 
lamations are expected to be issued 
by governors and mayors in many 
states. 

National Wildlife Week was first 
proclaimed in 1938 by President 
Franklin D. Roosevelt. The Week al- 
ways coincides with the first day of 
spring. Check your local NWF afifili- 
ate for plans in your community. 


Winchester Opens Museum 


The Winchester Gun Museum, said 
to be one of the finest collections of 
firearms in the world, was opened to 
the public recently. W. Miller Hur- 
ley, vice president and general man- 
ager of the Winchester-Western di- 
vision of Olin Mathieson Chemical 


Corporation, stated that the collec- 
tion, originally compiled as a record 
of firearms development in America, 
is now a comprehensive study of pro- 
jectile arms and firearms of all types. 
Over 5000 different firearms are in- 
cluded. Various countries and periods 
of history are represented. The earli- 
est piece is from China, 2000 years 
old. It is a cross bow trigger lock 
mechanism. 

The museum is located at the Win- 
chester-Western Research Building, 
275 Winchester Ave., New Haven, 
Conn. Hours the museum is open are 
from 9 a.m. until 4 p.m. weekdays, 
except holidays. Special tours can be 
arranged by writing the museum. 
Admission is free. 

Thomas E. Hall, curator, lists one 
of the firearm oddities contained in 
the collection as: A revolving gun 
mounted on a round base, which was 
designed to guard watermelons ripen- 
ing on the vine. When the carefully 
laid trigger wire was tripped by a 
watermelon thief, the gun would au- 
tomatically rotate to the proper posi- 
tion and fire. 

The most valuable single piece is 
considered to be the Walker-Colt re- 
volver, worth about $3500. Made in 
1847 and used in the Mexican War, 
it was the first revolver to gain ac- 
ceptance as a military weapon. 

What is thought to be the most un- 
usual gun in the museum is a 10-shot 
flint lock rifle. It was built by Simeon 
North at Middleton, Conn., in 1825. 
This type of rifle, in which the 
charges are loaded on top of the 
other, is found more frequently in 
three-, four- and five-shot models. 
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DRAPER-MAYNARD SPORTS EQUIPMENT 





” One is best! 


Just like “too many cooks spoil the broth” — the more sporting goods lines 
you have, the more headaches! More costs, too! You save when you stock and 
sell the one complete line of sports equipment your customers know... 
Draper-Maynard and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper work. In their 
place you get a complete line, with quality assured, quick delivery, faster 
turnover and higher profits. Get the full story. Write today for complete in- 
formation, catalogs, and name of your nearest Draper-Maynard wholesaler. 


ind DRAPER-MAYNARD SPORTS EQUIPMENT 


a division of The MacGregor Co. 
Me Kathy Dog kia 4 4861 Spring Grove Avenue, Cincinnati 32, Ohio 


For Details Circle 45 on INQUIRY CARD 


FEBRUARY 1960 








INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 52 
further 
about advertisement. 


when desiring information 


A 


Amerace Corp., Supplex Co. Div. 
O. Ames Company 


43 
64 


30 


Champion Bronze Powder & Paint Co. 
Cleveland Mills Co. 

Colorado Fuel & Iron Corp. 

Crescent Tool Co. 


D 


Dalton Manufacturing Co. 
Draper Maynard Co. 


Empire Brushes Inc. 
Lou J. Eppinger Mfg. Co. ... 
Evans Rule Company 


Fuller Tool Company 


G 


General Electric Co. (Housewares Div.)... 
General Steel Warehouse Co., Inc. 
Goldblatt Tool Co. 


Hamilton Cosco Inc. 
Holt Manufacturing Co. ..... 
Hyde Manufacturing Co. 


ANA A 


Ask Your Jobber About 


KRYLON'S BIG DEALER 
SPRING BONUS OFFER 


® 


SPRAY PAINT 


The Brand with Demand 
Coast to Coast 


| KRYLON, INC. 
& 


AH TA 


NORRISTOWN, PA. 


= 
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Illinois Lock Company 
Irwin Auger Bit Company (1)....Front Cover 


Mathias Klein & Sons 
Knape & Vogt Manufacturing Co. 
Krylon Incorporated 


Littrell Hardware Lines Inc. 
(Rain-O-Mat Sprinklers Inc.) 


Marshalltown Trowel Co. 
Robert E. Miller & Co., Inc. 
Molly Corporation 


National Screw & Mfg. 
Nicholson File Co. ........ 


Ox Fibre Brush Co., 


Proen Products Co. 


R 
Rain-O-Mat Sprinklers Inc. (Littrell 
Hdwe Lines Inc.) 
Red Devil Tools .. ; .. Second Cover 
Richards-Wileox Mfg. Co. (General Hdwe. 
Div.) Lessee Teeeaeee Meee 
Rudiger-Lang Co. .. 


Ss 


Sandvik Steel Inc., Saw & Tool Div. 
Sequatchie Handle Works Inc. 

H. B. Sherman Manufacturing Co. 
Slaymaker Lock Co. 

Southern Screw Co. See 
Supplex Co., Div. of Amerace Corp. 


The Turfgrass Farm ..... 
Turnbuckles Inc. 
True Temper Co. 


U 


U. S. Steel Product 
Corp. 


Val-A Company 
Victor Saw Works Inc. 


Warp Bros. (52) 

Wilshire Manufacturing Co. 
Woodhill Chemical Co. 

Wrought Washer Manufacturing Co. 


Yancey Company 
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| BE FOXY. 
ween reo Bey Biv WOLILES | 
SPRINKLER / 





LIFETIME 


wHen you BUY A SPRINKLER 


MOST EPACHDT SPERGLER EVER OFGNED 
tS OM FO WOKE NOY OWNS Paar 
Ae A FASTEMED 9D A BAe 





4" SPIKE 59¢ TWIN .69¢ 
2" SPIKE .69¢ 
EACH ITEM ON DISPLAY CARD SWEDISH 


Unconditionally Guaranteed woop 
See Your Jobber Full 40°, Discount 
47 other types for home owner 


and contractor. Ask for Catalog. CHISELS 


LITTRELL HARDWARE LINES, INC. 


Los Angeles 23 San Francisco 24 GIVE 
3121 E. Twelfth 1325 Egbert Ave. 
ANgelus 1-0165 VAlencia 6-4777 
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PROMOTIONAL ITEMS FOR | PROFABILITY* 
spring saves from DALTON! 


DALTON 


Fully Mechanical 
SAWHORSE 





Gensco Swedish wood chisels 
are the finest line you can 
sell. Home owner, hobbyist, 
carpenter or cabinet-maker all 
Seicinie natn recognize them as the highest 
and 30” heights. quality they can buy. 
MODEL No. D88 ia hold crossbar Made of famous Swedish forged 
9 eee See 90 var canbe any 2” lum- steel, hand ground, honed and 
Beles ee: mtg Oat aS deg. 30" High Ghamel finish Safely | | polished. Unbreakable Tenite II 
Combination blade. Rip guide included. Legs. Pr. withstands load of 1500 


handles. Th lity of isel 
“7 ae q $5.80 = ibs. nale € quality of Gensco chisels 


Model No. 078—1" Power Saw. Ball dear ain surpasses all others in their field. Sell 
‘ower a a 
ine. List $58.95 SPEE-DE wa Gensco, the line that sells fast, at a full profit. 


Now! 4 nail holes on top . . 
Gouble ‘the holding power | CARDEN HOSE HANGER Other Products include: . ; 
prevent separation of bracket} packaged. © Compact — saves Bushman Bow Saws, a Full line of Builders’ and 
from_ra warehouse space * Holds 100 
ft. of hose. * Mounts on wall, Shelf Hardware, Stove Bolts and Wood Screws. 
S —s New — * Heavy steel, ena- 
im: sones belt 
SPEE-D and nuts included. 
A SAWHORSE = « Retails 79¢. a 














sr Ne f° fen | ei =] b= od oe gel e) > 

Bxelusive Wienoed Moll Histes Your Jobber Stocks or Can Get for You! Division of General Steel Warehouse 

Taxes dressed or common 2x48, DALTON MFG. CO. s2°cuc's"m. 
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1808 N. Kostner Avenue + Chicago 39, Hlinois 





HARDWARE CATALOGS 
Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street, San Francisco, Calif. 


FOR SALE 

RETAIL LUMBER YARD, GEN- 
ERAL MERCHANDISE STORE 
AND BOX FACTORY by owner who 
wishes to retire. Inventory near $40,- 
000. $15,000 with security for balance 
will handle. Will consider lease. Clo- 
verdale Lumber & Supply Co., P. O. 
Box 215, Cloverdale, California. 





MANUFACTURERS AGENTS 
WANTED 

To call on lumber yards or retail hard- 
ware stores in the smaller towns. We 
make towel bars, soap holders, kitchen 
hoods, ete. Tell us of your coverage. 
Cal Engineering Co., 5407% Via 
Corona, Los Angeles 22, Calif. 





FOR SALE 

Personal reasons cause sale of 60- 
year-old hardware and appliance store 
doing over $100,000 in Southern Ore- 
gon. Present owner 10 years. 100% 
location. City of 10,000. Sale price 
about $45,000. Terms available to 
right people. Address Box A-961, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 66 of this issue. 











Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





ITIES 


HOUSEWARES LINE WANTED 
By Manufacturers’ Representative 
who has been selling housewares’ 
buyers at wholesale and department 
store levels in entire West for 25 
years. Address Box A-926, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


1959 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 








4 


Sounds like the Jumping Gigantis 
beetle... 


BOOK FOR SALESPEOPLE 
CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each. HARD- 
WARE WORLD SERVICE BUREAU. 
1355 Market Street, San Francisco 3. 





LAYOUT SHEET... Graph lay- 
out sheet scaled 4” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 


Prizer-Ware Names Truslow 


Thomas H. Truslow has been named 
merchandising consultant for Prizer- 
Ware, division of Textile Machine 
Works, Reading, Pa. Truslow was 
formerly product development and 
promotion manager of the consumer 
products division for Corning Glass 
Works. 


Curry Joins Stanley 


Fred A. Curry has been appointed 
sales representative for Stanley Tools, 
division of The Stanley Works, for 
the state of Texas. Curry was with 
Dunham Carrigan & Hayden of San 
Francisco several years ago. 


Brown Joins Adams in LA 


LOS ANGELES—J. H. (Jim) 
Brown has joined the John C. Adams 
Co., located at 1110 South Atlantic 
Blvd. here. The firm covers Southern 
California and Arizona handling 
builders’ hardware, general hardware 
and mill supply lines. 





Genuine 
Original 





Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either 5%'', 34"" or I'' DOMES. DOMES have 
needie point nail. Case hardened steel, burnished nickel plated mirror 


One Set of 4 


on a 3-Color Card 


finish. 
ea ae ". Both Container and Cards in 3 COLORS 


Ask your Jobber or write—[iagLaaibataab cic Recon Loni Un uana cae hoo 











For Details Circle 50 on INQUIRY CARD 
HARDWARE WORLD 








SELLERS Ih J 


KITCHEN BROOM WITH Soit-Sivccp BRISTLES 


Exclusive! Thousands of tiny bristle tips pick up fine dust, dirt. Handles, blocks, bristles in pink, yellow, turquoise. $3.98 retail. 


INDOOR BROOM 


Tampico bristles, for wooden floors and all smooth surfaces. Beige handle and block. $2.49 retail. 


OUTDOOR BROOM 


Practical broom for rough surfaces—sidewalk, driveway, patio. Palmyra bristles, orange block and handle. $2.49 retail. 


cD oh GOLD ‘KEY VALUES 


EMPIRE BRUSHES, INC. MJ PORT CHESTER, NEW YORK 
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WINDOW 


Lye Mesh Green H 


Cle: 
4,8 and 14 Mesh 
Galvanized Wire 





PACKAGED 


America’s 
Fastest Selling 
Storm Window Kit 


STORM DOOR 
Two Full Size Storm Windows Ready to Tack On 


in Each Kit. 


, 36” x 72” Plastic 
Sheet. 
18’ Fibre Molding. 
Package of Nails. 
One full size Storm 
window, packed 
in each colorful box. 
36 in a Dispensing 
Display Carton. 


2 Sheets Plastic—72” x 36” 
36 Feet Fibre Molding. 
2 Packages of Nails 
Packaged in Snappy 3 Color Plastic Envelope. 


7’ x 3’ Heavy Duty Transparent 
Plastic Sheet, 21’ of Molding and 
Package of Nails. Packed 24 to 
Attractive Counter Merchandiser 


~ 


ad Y -Y¥ te 


MATERIAL 


5) OFF, 


WARP'S @& 
DISPLAY = 
RACK: Ces 
WM 500 


warps cual 
ASTIGLASS | 


Window Materials are 


Other Warp 
VINYL-PANE, WINDOW-FABRIC, PLAST-O-P/ 


STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 


DOOR KIT 

1. 36” x 84” weather- 
proof kraft with 
12” x 12” clear 
plastic window. 

2. 21’ Fibre molding. 

3. Package of Nails. 

Individually wrapped, 

ready to sell. Packed 12 to 

a Handy Dispenser Carton. 


ae TOP QUALITY PLASTIC PRODUCTS 


RIBBED MATTING AND ase RUNNER 


PLast-O- Mat : tad | VINYL- Mat’ 


Cut «a 

1 doz. rolls 

60” x 30 . 6 
C 


Silly Cover’ 


DROP CLOTH 


Packed in die 3 * 30” Wide 


V Bulk Rolls Self-Service SS Red, eee, = 25 & 50 Ft. Rolls 
wide Display i>, Beige, Grey, Vinyl Plastic 

All Plastic Cartons Black, White. Floor Runner 

Floor Runner 


colorful 


Individually boxed. 


Complete 
Range 

of Practical 
Gauge: 

& Widths 





WATER-PROOF + ROT-PROOF - ACID-PROOF 





MOISTURE-PROOF 








— As Low As DR-10 
Cc L EA R SEAMLESS wy I COVERALL DISPLAY 
SUN-RESISTANT A 
Sq. Ft. 





Coverall is Folded Down in Rolls 
for Easier Selling and Handling. 





s COVERALL" Branded on the edge 


Look for the Nar Warp 


Carried by Reliable Jobbers Everywhere 





9 x 12’ of clear COVERALL. 


Packed Doz. to Display Carton. 


ice SKATING RINK 


Individually packaged. 
Contains all materials neces- 
sary for a complete family size 
ice skating rink. 


‘THE BEST THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY 


Pre-Cut Packaged 


COVERS 


5 HANDY 
SIZES 


available in 
6 mil black 


Individually boxed 
and packed 3 toa 
shipper. 








Packed 6 in attractive ci 
Display 


MARK-UP 


HOUSEHOLD WRar 


Jiffy-Ws 


New type of transpa 
plastic wrap—prese 
food, protects house 
articles from harmful q 
dirt and moisture. 
Comes in convenient 12” 
50 ft. long in a Dispensing 
tainer. Packed 1 doz. to dij 
carton. 





Originators 
and Largest 
Producers of 
Plastic Sheeting 
for Farm 
Use 


Pre-Cut Round 


The Original Polyethylene Stlage @ 


4 Gauge Heavy Duty 
Black Coverall 
Individually boxed 
and packed 3 toa 
shipper. 


5 Sizes . 





